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ULL DOG is the original multiple fabric garden hose—7 ply— 
B the most famous on the market. 14 or 15 years of continuous 
service are not uncommon instances. Advertised retail price 18 
cents a foot. 
GOOD LUCK, our 6 ply garden hose—our splendid ten cent value— 
is the finest of any at the price, bar none. Like its brother, the Bull 
Dog, it is built to stay alive. 


Will You Cash In On 
this Advertising? 


Beginning this coming April and continuing thru July, 1916, our advertisements 
on Bull Dog and Good Luck Garden Hose and the Boston Spray Nozzle will 
positively appear in the following twelve National Magazines: 


National Geographic 

Country Life in America 
Literary Digest Countryside Magazine 

Good Housekeeping House and Garden 

Collier's American Homes and Gardens 
Sunset Garden Magazine 


Saturday Evening Post 
Country Gentleman 


If you want your cash register to ring more merrily be sure to have the goods 
on hand when the customers start coming. Don’t delay another day. 


Order now from your jobber or write us imme- 
diately if he is out of stock—Here’s the address— 


Béston Woven Hose & Rubber Co. 


Cambridge Massachusetts 
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Situation and Help Wanted and Business Opportunities, Pages 104 and 105 
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WH not radiator hose? Do you know there are 
thousands of splendid motors positively damaged 
every year just through the use of inferior hose? 


Ordinary Hose Is Unsafe 


Ordinary hose will not do for a radiator. Point out to your 
customers that if their cars are equipped with ordinary hose, the 
tube will soon flake—that the hose collapses, shutting off the 
free flow of water, which causes the motor to overheat. 








“Thermod” and “ Jestoid” 


Both Grades Meet Specifications of Soc’y of Automobile Engineers 


RADIATOR HOSE 








Both of these grades are guaranteed 
not to crack or collapse—they permit 
a free flow of water. They will with- 
stand the action of oil, gases, hot or 
cold water and anti-freezing solutions 


and are not affected by heat generated 
by the motor. Thermoid and Testoid Radiator 


Hose comes in corrugated, cardboard 
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Most car owners don’t know the 
motor troubles and expense caused by 
using ordinary hose on_ radiators. 
Here's your opportunity to build up 
business and make fine profits. 


cartons packed six pieces of 3 ft. 
lengths to each box. Made to speci- 
fications for manufacturers, plain, 
capped or capped ends beveled—also 
enlarged or tapered end if desired. 


Our Guarantee: Our Radiator Hose will make good or we will 


Ihermoid Rubber Company 


TRENTON, NEW JERSEY 





Makers of Thermoid Brake Lining, Nassau Tires, Thermoid Garden Hose 














February 17, 1916 HARDWARE AGE 

















































HARDWARE AGE 


FOUNDED 1855 


Published every Thursday by the DAVID WILLIAMS COMPANY, 239 W. 39th St., New York 
W. H. Taylor, President & Treasurer Chas. G. Phillips, Vice-President Fritz J. Frank, Secretary M.C. Robbins, General Manager 
Yearly Subscription Price : United States and Possessions, also Mexico and Cuba, $2.00; Canada $3.00; Foreign $5.00 


Subscription remittances should be made by Check, Post Office Money Order, 
Express Money Order, or Bank Draft, payableto HARDWARE AGE, New York 


GEORGE H. GRIFFITHS, Manager 
Editors: Roy F. Soule, E. H. Darville. 


, BRANCH OFFICES 
| Chicago, Otis Building Boston, Equitable Building Cleveland, New England Building 
Pittsburgh, Park Building Philadelphia, Real Estate Trust Building Cincinnati, Mercantile Library Building 
Worcester, Mass., P. O. Box 696 San Francisco, 320 Market Street 


Entered at the New York Post Office as Second Class Matter 





HARDWARE AGE isa member of Audit Bureau of Circulation, 
the recognized authority on expert circulation examinations 





Hardware Age is a consolidation of Iron Age-Hardware, Hardware Reporter and Western Hardware Journal 








Special Articles 
Waepomein Eemnebermens tk HRS. non 0 oa ce Ee ene eee ie Whee et eee 4] 
Selling Tires by Telephone—By T. £. Leonard ...:............2- eee ceeeeees 45 
West Virginia Hardware Merchants Hold Banner Convention................... 47 
The South Dakota Retail Hardware Convention ..............----2-+ ee eeeeeees 54 


Regular Departments 





Old Sunshine—By the Assistant Manager... .. Chat be A A ee a 50 
RPL, 5 4 0.0 s aadak oe Deedeee sie sneak oan eth eS heehee eee 52 
ein: Tae We ba SNR a 5 cn 0 ve hh 64 Rade heen Cah ee 59 
! i EEE EERE ERATE TERE ee CE Ee 62 
Things Electrical. ........60% CET RTT PE CER ERE TREC Le RT Pe roe 64 
Fe Fa i's ce Ri a visa ee ee A Oe 65 
ee sine bie ede aad ek we dete eee ta 66 
The Way to Make a Temporary Chimney—By A. F. Mueller................... 69 
| a i FS i 00 PEERED Oiceh bp sok A ee 71 

Pane Gir aes Fea Ss kik Ase ve eo ed oR ie hs Se eee 76 
: Rethew Aguesnelae so .0) 3 64:65 6 mel ss oe ewe es gee ganas Fis ye gd bi alsa 's s'0% 82 

Netes of the Retell Pimediivnst See i eek i Shs he Ei. PRES Be ei ee 88 


Current News and Miscellaneous 


ee es I oc ks cay be ch eae Dak ck wk eae 51 
ene ei SI ON I os rei. rw iin a ocean eotins winced ode ineS wee ka 51 
Pittsburgh Manufacturers Predict Continued Prosperity.....................e- 53 
Hardware Club and Guild Going to Cleveland................. 0. cc cc cccccces 58 
Logan-Gregg Hardware Company in New Building...................eeceeeee 58 
Philadelphia Men Banquet and Elect Officers............... 0c e eee eeecccuces 61 
Business for New York Accessory Manufacturers and Jobbers................... 61 
Pandan Ponies Gs soos i ob BK 6 oc Bh So oo 60 REAR eI Oe 68 
New York Hardware Clerks Hold Annual Ball....................cccceeeeees 68 
Hager Bros. Consider Publicity for the Retailer a Good Idea...................4.. 68 
iin PR AN, 8's oe one tein 6000 4 bs 0.0L ENA K OSs kee 70 
Foster-Mead Hardware Company to Change Name................ecceceeceees 70 


min en Ci i ona a a ues 5 de Ko wv ecce Rcd s Os wh aks bs Lhe 











EIA TEEN IIT fa NN Bi i ne ite ta teases, / b i 
amet mete, x : ae . . . " . sé ee wre : 
: . ~ ’ . eas aoe Becta... Ulex wage. qe terre se sees ateres ae - . 
eels AF BNR te wag ni : or 
















HARDWARE AGE February 17, 1916 











~ Every Screen Door 
Needs a Bracer 


You can’t expect a screen door to stand solid-jointed year 
: after year with its very life being shattered at every slam. 
| There is a limit to everything. And a poor unprotected 
screen door can’t fight life’s battles alone. 


The National Screen 
Door ‘Turnbuckle 


provides the needed bracing. It is made extra long with an unusually forceful 
leverage for raising the door. 

It is made with steel end pieces and a brass turnbuckle in the center. As 
brass will not rust to steel the turnbuckle may be easily operated at any time. 

Packed separately with nickeled screws in a specially printed envelope. One 
dozen in a box. Any finish desired. 

A handsome enamel-stamped display card goes with your first order. 

And your first order won't be your last. 
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National Mfg. Company 


Sterling Illinois 
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Left to right: E. B. Standard, Ideal Power and Lawn Mower Company; H. A. Foster, Central Oil and Gas Stove 
Company; H. R. Maxwell, Allith-Prouty Company, Danville, Ill.; C. K. Woodburn, R. E. Dietz Company, New 
| York; N. C. Scholz, A. J. Metz, P. J. Kraus, A. G. Schneider, Geo. W. Kornely, all of Milwaukee 


WISCONSIN DEALERS MEET IN 
MILWAUKEE 


Harmony the Prevailing Tone—Co-operation the Keynote 


hardware was not what made Milwaukee fa- 
mous. Nevertheless, hardware was very much 
in evidence in Wisconsin’s lake city during the week 
of the Wisconsin Retail Hardware Association’s 
twentieth annual convention, held Feb. 2, 3, 4, 1916. 
Headquarters were established at the Republican 
House and the meetings as well as the exhibits were 
held in the Auditorium. From beginning to end, 
the convention was an assured success. Exhibitors 
were there in plenty, filling the well decorated 
booths of the main exhibition hall and overflowing 
to fill also one of the other large halls of the build- 
ing. Dealers from all parts of Wisconsin: were in 
evidence, placing orders for merchandise exhibited 
and entering into the discussion of important ques- 
tions with vim and vigor. Secretary Jacobs, with 
his son and a coterie of assistants was always on 
the job. Everything was in readiness for the first 
morning session and there were no delays. There 
is an abundance of pep in the Wisconsin secretary 
and results were apparent. Every meeting opened 
on schedule time and work began promptly. When 
the closing time came, no long-winded orator was 
allowed to carry the session beyond the prescribed 
limit. President Reinhold presided with dignity 
and dispatch. The officers and members co-operated. 
The Question Box committee had its questions 
printed on large show cards, easily read from any 
part of the hall, and this aided materially in get- 
ting. quick action on questions submitted. 


\ CCORDING to the generally accepted idea, 
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The attendance was above the normal, and it was 
noticeable that seats were promptly filled when the 
sessions convened. No speaker was asked to face 
an audience of empty seats, and the crowd stayed 
until the final tap of the bell. Harmony was the 
keynote of the sessions. Evidently the jobbers of 
Wisconsin are on friendly terms with the dealers. 
There were none of the usual convention com- 
plaints. The general tone of the convention is 
shown in the remark of a prominent dealer as he 
left the convention hall at the close of the sessions: 
“A good live convention and nobody hurt.” 

The manufacturers and jobbers were very liberal 
in the matter of entertainment. Wednesday even- 
ing they acted as hosts at a theater party and every- 
body spent a delightful evening. Thursday night 
they entertained the visiting dealers with a very 
fine concert in the main exhibition hall. The music 
was furnished by the Milwaukee Concertina Circle 
and the concert was certainly a treat. There was a 
Calithumpian parade, which brought out roars of 
laughter and a general carnival spirit prevailed. 
The hall was filled to capacity and every visitor 
carried an armful of souvenirs gleaned from the 
various booths. At nine o’clock everybody ad- 
journed to the Engelman Hall and tripped the light 
fantastic to the inspiring music of the Dunker’s 
Sextette. The party broke up at midnight and the 
tired but happy crowd went back to the hotels, 
voicing the general sentiment that “Wisconsin job- 
bers and manufacturers were some good Indians.” 
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J. B. Pierce, the new president 


National Secretary Corey, of Argus, Ind., was on 
the ground and aided materially in the discussions. 
George Dixon of the Luther Grinder Mfg. Company 
furnished music at several of the sessions and the 
male quartet kept the members in good spirits 
during the business meetings. Good fellowship pre- 
vailed throughout the convention. Every dealer 
who attended more than received value in full for 
time and money spent. 


Wednesday A. M. 


The early morning was given over to getting ac- 
quainted and the paying of association dues, and 
the morning session dealt exclusively with fire and 
liability insurance. The session was well attended 
and insurance matters were thoroughly discussed. 
No other business was taken up. 


Wednesday, P. M. 


The Wednesday afternoon session was called to 
order promptly at 10 o’clock by President Reinhold. 
The male quartet favored the members with a song, 
after which the convention listened to the presi- 
dent’s annual address. Mr. Reinhold touched briefly 

















P. J. Jacobs, secretary-treasurer 
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on the war in Europe and its effect on American 
trade conditions. He reviewed thé work of the as- 
sociation officers during the past year and discussed 
the problems which they had been called on to face, 
together with the results accomplished. He spoke 
feelingly of the prestige and strength of the organ- 
ization and declared the work of the association had 
but just begun. The Stevens bill was referred to 
as a possible help to retailers and the Price and 
Service Bureau of the National Association received 
favorable comment. Mr. Reinhold brought up the 
matter of association dues, declaring that the cost 
of the work done by the association justified a 
higher individual payment by members. He did 
not urge the adoption of a higher rate, but left the 
matter entirely in the hands of the convention. He 
closed his address with a tribute to the officers and 
members and expressed a willingness to aid the 
work of the association in every way possible. 

The secretary’s report was next in order. Secre- 
tary Jacobs began by mentioning the membership 


‘sof the association as 1070, an increase of 20 during 


the year. He alluded to the work of the Price and 
Service Bureau, urging members to take advantage 
of its services, and reviewed the work of the Freight 

















J. G. Reinhold, retiring president 


Audit Bureau. Legislation affecting the hardware 
field was brought up and members were asked to 
write their representatives and Congressmen in re- 
gard to same. He pointed out the advantages of 
the Stevens bill, and the One Cent Letter Postage 
bill, and went into detail in regard to the work of 
the association during the past year. He urged 
dealers to co-operate with each other and to make 
an attempt to get into what he termed the dis- 
counting class. Mr. Jacobs closed with a statement 
of thanks to members and officers and declared it 
an honor to serve as secretary to such an organ- 
ization. 

Mr. Jacobs then announced that Roy F. Soule. 
Editor of HARDWARE AGE, who was to have ad- 
dressed the convention, had been taken suddenly ill. 
and introduced Beven Lawson, sales manager of the 
Auto Strop Razor Company, who spoke at length on 
the subject of “The Mechanism of Price Mainte- 
nance.” 

Mr. Lawson gave in detail the history of the 
Stevens bill and declared that it would afford more 
relief to retailers than any similar bill before the 
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public to-day. Lack of aggressiveness on the part 
of dealers he characterized as the worst foe to the 
passage of the bill, and he impressed dealers with 
the importance of writing personal letters to their 
Congressmen urging them to pass the bill. He ad- 
vised members to write on their own letter heads 
and not to stand on ceremony. He declared that 
manufacturers to-day dared not allow too large a 
percentage of profit to dealers for fear of price 
cutting. When manufacturers were assured that 
there could be no harmful cutting of prices he 
assured dealers that better profits for them would 
be forthcoming. The bill, in Mr. Lawson’s opinion, 
will remove caste in business and will tend to make 
retail conditions more tolerable. 

At the close of Mr. Lawson’s address several ques- 
tions were asked him by members, regarding the 
workings of the bill and many good points were 
brought out. The address as a whole was very 
capable and instructive. 

H. F. Krueger, Neenah, Wis., then took the floor 
in a general discussion of the trading stamp evil. 
He brought out the fact that the Oneida Community 
Company was selling its reliance pattern of silver- 
ware to the Yeast Foam Company, which was using 
it in a coupon scheme. He showed, by means of a 
chart, that the yeast wrappers had attained a value 
otf from 4 to 41'4c. in the purchase of the ware. 
The latter part of his address was given over to a 
discussion of “The Three Business Fakirs.” These 
he designated as “Hotel advertising, fake rating 
concerns, and street fakers.”’ 

“You can beat a fortune wheel once in a while,” 
said Mr. Krueger, “but you never have a show 
against a street fakir.” 

The Question Box was then put in action and the 
following questions discussed: 

What kinds of advertising pays best? In cities? 
In villages? In rural communities? 

What percentage of a merchant’s gross sales 
should be invested in advertising? Is it advisable 
to give prizes or cash discounts for cash trade, and 
what is the best method? 

There was considerable discussion on the last 
question and also in regard to adding interest on 
overdue accounts. This elicited the information 
that one member of the association had collected 
$650 int2rest on book accounts during the year. 


Thursday A. M. 


The session opened on time with a song by George 
C. Nixen. He was followed by Merlin Hall, Black 
River, Wis., who addressed the members on “Com- 
munity Development.” The one method advanced 
2y Mr. Merlin for community developing was for 
the dealer to get busy and keep busy. He advo- 
cated the building of good schools and churches, 
declaring that good towns draw good people and 
vice versa. “The progress of a community,” said 
Mr. Merlin, “depends on the earning power of its 
people. Increasing the earning power means in- 
creasing the grade of the community.” He advised 
dealers to start something in their own business and 
follow it up, and cited the growth of the silo as 
an example of making business help to build up the 
community. 

M. L. Corey of Argus, Ind., supplemented the re- 
marks of Mr. Merlin and mentioned concrete ex- 
amp'es of community building. 

The balance of the session was given over to the 
Question Box, presided over by J. B. Pierce of 
Brodhead. The following questions were taken up: 
Is it profitable to run a tin shop in connection with 
a hardware store? Would the elimination of the 
retail merchant kill the town? Who is to blame for 
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the merchant and farmer not being in sympathy 
with each other? 

If a stock invoices at $12,000 and the sales are 
$30,000, and the gross profits $9,000, is the dealer 
getting enough for his goods? 


Thursday P. M. 


The session opened with song by the male quartet, 
after which Stanley L. Krebs of Philadelphia de- 
livered his famous lecture, “Two Snakes in the 
Business Brain.” These snakes, according to the 
philosophy of Dr. Krebs, are “Fear” and “Worry,” 
and he gave a very graphic picture of the devasta- 
tion wrought in the mind by these two insidious 
reptiles. He claimed that men in general used but 
one-tenth of their brain power, and that fear at- 
tracts the very thing of which they are afraid. 
“Worry, grief and anger,” he said, “formed real 
poisons in the body that reacted against the 
health.” All sins he designated as coming from 
either liquor, lucre or lust. He closed his mag- 
nificent address with a splendid tribute to the 
Country and its Flag. 

Mr. Krueger of Neenah, followed with a short 
talk on National Association work. He also brought 
out the fact that a comparatively new mail order 
house in Columbus, Ohio, had issued a catalog in 
which Hercules ladders were quoted at prices which 
could not be met by the retail dealer. 

This was followed by a general discussion on 
range peddlers, and various methods were sugg’ested 
to combat the evil. Mr. Siebenthal of the Imple- 
ment Federation also addressed the members. He 
was willing to give considerable credit to the hard- 
ware associations, but he just couldn’t resist giving 
them a little dig, by telling them how much closer 
the implement dealers were to the source of supply 
than the hardware men were. He urged the mem- 
bers to get closer together and to make their de- 
mands felt. 

Friday A. M. 

The Friday morning session opened on time, al- 
though the president was a few minutes late. Sec- 
retary Jacobs didn’t wait for him but started the 
ball rolling on the Question Box. On the presi- 
dent’s arrival, the order of business was changed 
and H. A. Moehlenpah, cashier of the Citizens Bank, 
Clinton, Wis., addressed the members on “The Mer- 
chant and His Banker.” The subject was well 
handled and brought out many points of interest re- 
garding the Federal Reserve Bank and rural credits. 
He urged dealers to be prompt in the matter of col- 
lections and to get notes when cash was not ob- 
tainable. 

E. B. Baldwin of Sparta then took charge of the 
Question Box, and the following questions came up 
for discussion: 

Should the dealer demand a financial statement 
from new customers? Is it profitable to employ 
women clerks? What per cent of profit should be 
added to a furnace contract? 


Friday P. M. 

The Friday afternoon session started off with 
a song from the quartet, after which the auditing 
committee reported favorably on the books and rec- 
ords of the association. The resolutions committee 
reported as follows: 

“WISCONSIN RETAIL HARDWARE ASSOCIATICN 

“We your Committee on Resolutions beg leave to 
make the following report: 

“Whereas, Congress has under consideration a 
number of bills which have been framed with a view 
of remedying certain trade abuses not covered in 
the provisions of the Sherman Anti-Trust law and 
the Clayton act. 
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Left to right: Sec. P. J. Jacobs, Stevens Point; Lawrence Corey, Argos, Ind.; Lowell Corey, Milwaukee, Wis.; 
Edwin J. Kraus, Milwaukee, sergeant-at-arms; Louis Hersig, Madison, Wis., chairman legislative committee; 
F. C. Martin, Chicago; R. C. Murdock 


“Resolved, That we go on record as favoring the 
Stevens bill and to use all honorable means to secure 
its adoption. And be it further 

“Resolved, That each member write his Congress- 
man and Senator and solicit their support upon this, 
the Stevens bill. 

“Resolved, That we commend the action of all 
those farm papers which are conducting educational 
campaigns to encourage home trading, and that we 
co-operate with them in extending the community 
development idea. 

“Resolved, Also, that we urge upon these farm 
papers a closer observance of their resolution 
against publishing untruthful and misleading state- 
ments regarding the retail merchant and his method 
of doing business. 

“Whereas, H. L. McNamara was for twenty years 
a member of this association and during that time 
endeared himself to the members of this body by his 
kindly manner and friendly attitude toward all, and 

“Whereas, In his death this association has lost 
an able officer and a most ardent worker. Be it 

“Resolved, That as a slight token of the apprecia- 
tion this association feels for the services rendered, 
good deeds done and words of counsel spoken by him 
that these resolutions be spread on the minutes. 

“We commend “he work of the officers of the 
National Retail Hardware Association in their ef- 
forts in bettering the conditions in the retail trade 
and ask our members for their hearty support of 
these efforts. 

“Resolved, That we recognize the splendid value 
of the trade press and would urge that the members 
read the different journals, thereby keeping in touch 
with the markets and being better posted upon 
values and new goods being advertised. 

“Be it resolved, That we extend a vote of thanks 
to the jobbers, manufacturers and the press of the 
city of Milwaukee for the co-operation and royal 
entertainment given us at this convention; also to 
the exhibitors who have been instrumental in mak- 
ing this, our twentieth annual convention such a 
success.” 

The nominating committee brought in the follow- 
ing nominations for officers to serve for the ensuing 
year: J. B. Pierce, Brodhead, president; Fred 


Griebenow, Owen, vice-president; P. J. Jacobs, 
Stevens Point, secretary-treasurer. 

The Executive Committee consists of the follow- 
ing: A. J. Strang, Richland Center; T. C. Wood, 
Rhinelander; B. L. Waller, Green Bay, and Edward 
J. Kraus, Milwaukee, the two last named taking the 
places of Fred Griebenow, Owen, and J. H. Weber, 
Milwaukee, whose terms expired. 

Delegates to the National Convention; J. B. 
Pierce, Brodhead; F. G. Reinhold, Milwaukee; P. J. 
Jacobs, Stevens Point; J. H. Weber, Milwaukee; 
A. J. Kroupa, Racine; A. C. Mason, Chippewa Falls; 
-F, A. Krembs, Stevens Point; L. Hirsig, Madison; 
John T. Ruka, Boscobel; Otto Kundert, Monroe. 

The secretary was instructed to cast a ballot for 
all officers as nominated. The last number on the 
program was the address of Dr. Krebs on “Four 
Steps in Commercial Efficiency.” 

The convention, as a whole, was the best in the 
history of the Wisconsin association. 





Left to right: H. R. Davis, Athens, Ohio; M. J. O’Brien, 
Stevens Point, Wis.; Carl Jacobs, Stevens Point, Wis.; 
B. W. Davis, Somerset, Ohio 
























SELLING TIRES BY TELEPHONE 


A Method of Handling a Big Stock That Is Successfully Used by a 
Connecticut Dealer 
By T. E. LEONARD 

















The vulcanizing department that is part of the service idea of Chas. A. Templeton, Inc., Waterbury, Conn. 


of Waterbury, Conn., and motor accessories 

were strangers. Not that Templeton was en- 
tirely ignorant of accessories or that he had en- 
tirely overlooked the possibilities in automobile 
supplies as a fitting and profitable addition to an 
up-to-date hardware store. He is too good a hard- 
ware man for that. But he had not reached the 
point where he could launch an automobile acces- 
sory department and make a real live money-maker 
out of it. Four years ago accessories were handled 
in a fairly large way by two other hardware stores 
in Waterbury and both of them were wide open for 
the motorists’ business. Several houses dealt in 
automobile supplies exclusively, and the garages 
naturally came in for their share. Yet in face of 
such stern competition as this a department of ac- 
cessories was started. 


L« than four years ago Charles A. Templeton 


Buys Stock from Garage 


One of the most prominent garages in Water- 
bury had proved to be a non-paying proposition 
and a forced sale was held. The stock was sold to 
Templeton, including the vulcanizing outfit, and 
though the amount of accessories carried by the 
garage was, like that of most garages, necessarily 
small it served as a foundation on which Temple- 
ton’s present accessory business was built. 


A Real Department 


The Templeton store has four display windows 
and two entrances. The left window is devoted en- 
tirely to motor accessories. The showing is changed 
every week and the policy is to feature the newest 
goods in each display, backing up the window with 
the more staple items. The new items are factors 
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in reaching new trade and the manager of this 
department believes in letting people know that his 
department has the new things that the customer 
sees advertised. Small neat cards are used to call 
special attention to these new items and to their 
specific use. 


The accessory department is located behind this 


window. It is natural that the prospective cus- 
tomer should take the left entrance—the one near- 
est to this window. When he enters he can’t miss 
the accessory cases. 

Two well-trimmed floor cases and the section of 
shelving in the rear make up the busiest depart- 
ment of an unusually live store. When the depart- 
ment was first installed the entire stock occupied a 
little niche. It rapidly expanded and in the last 
year and a half the sales have more than doubled. 
Now in addition to the space on the main floor for 
the retail selling stock, almost an entire side of the 
basement is used for surplus stock and for the im- 
mense stock of tires and shoes. 

A. F. Gilbert has charge of Templeton’s acces- 
sories. He is a product of the garage school of ac- 
cessory knowledge, and the fact that hé is able to 
suggest remedies for the various troubles that his 
customers have with their machines and that he 
has an intimate knowledge from actual contact with 
every part of an automobile is another cog in the 
wheel of service and a big factor in the success 
which this department has made. 

Efficiency in Selling Tires 

Few stores can devote space on the sales floor to 

tires. They are too bulky and space in most in- 


stances is at a premium. A rack is usually built in 
the cellar and when a customer asks for tires it 
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Part of the accessory department. 


The telephone and the little card-index near it play an important part in 


Templeton’s tire sales. 


means a case of taking time to go downstairs to 
find out if the necessary size is in stock. It is an- 
other case of the old story “I don’t know. I'll look 
and see,” and the customer waits. 

But it’s different at Templeton’s. In addition to 
a big trade over the counter the idea of service 
has been so built up in this store that an immense 
amount of business—specially in tires—is done by 
telephone. The tire business of this department in 
less than nine months in 1915 was nearly $65,000. 

Here is the system that this store uses to handle 
tires quickly and efficiently and to eliminate the 
possibilities of old stock remaining on hand while 
newer tires are being sold out. 

When a shipment of tires arrives each one is 
marked with a tag like the one that we illustrate, 
534 by 234 in. On this tag is marked the size, the 
manufacturer’s serial number, the maker and the 
style. The same lines appear on the stubs, and 
in addition the date, the name of the purchaser and 
the charge number. The price is marked in big 
bold figures on the back of both tag and stub, and 
both are marked with the corresponding numbers. 


Carrying Stock in a Card Index 


The stubs are filed in a small box that is kept 
near the telephone. Beginning in the front all 30 
x 3 tags are filed behind a guide marked with that 
size and so on through the whole range of tire 
sizes. When an inquiry for tires comes all that is 
necessary is to turn to the index, take out the stubs 
of the size required and, as several makes of tires 
are carried, it is an easy matter to tell the cus- 
tomer whether or not the make he wants is on hand. 

If the customer decides he wants the tire the 
stub is taken out, marked with the name of the pur- 
chaser, the date on which it is sold and, if it is to 
be charged, with the number on the charge slip that 





goes to the bookkeeper. If it is a cash purchase it 
is so marked. The man in charge of this depart- 
ment does not have to leave his post during the 
transaction. The stub is given to a boy who brings 
the tire from the basement that is tagged with a 
number corresponding to that on the stub given 
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If there are several of the necessary make and 
size on hand the date marked on the stub enables 
him to pick out the tire that has been on hand the 
longest, and in that way keep the stock fresh. . You 
know how important that is with anything made 
of rubber. 

The stubs are saved and used as a follow-up list. 
The names are copied into a tire record so that 
there is always an easily available list of every tire 
customer. The manager of this department takes 
special care to go over this list very carefully from 
time to time, and he can tell how often it is neces- 
sary for customers to renew their tires. By its use 
he can follow up former customers whose names are 
not appearing as often as ‘formerly and in many 
eases he can prevent their business from going into 
other channels. The stubs themselves are used 
whenever time and opportunity permit, as a check 
against charges. There is no forgetting to charge 
tires with this system in force. 
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Templeton’s warehouse for heavy materials and 
surplus stock is less than three blocks away from 
the store, and in it is another service feature, the 
vulcanizing department. A customer who buys a 
tire in the store is directed to this department 
where the tire will be put on free of charge. Free 
air is also available here, and in most instances 
while putting on or inflating a tire the man in 
charge of this department has the opportunity to 
make a sale of gasoline or oil. The department is 
run by two men. After paying all operating ex- 
penses of this department a profit is shown at the 
end of every month. 

And so, in less than four years, in spite of strong 
competition, Templeton has built a business in ac- 
cessories that runs far into five figures, and soon 
will be in six, and the success he has made is 
founded on a complete understanding of accesso- 
ries and their use and the ability to offer service 
that competitors could not give. 


WEST VIRGINIA HARDWARE MER- 
CHANTS HOLD BANNER 
CONVENTION 


Prohibition Helps Business—The Dry State Better for 
the Laborers and Their Families 


tion of the West Virginia Retail Hardware 

Dealers’ Association was held in Clarksburg, 
W. Va., Jan. 25, 26 and 27. Headquarters were at 
the Hotel Waldo, where over a hundred hardware 
merchants assembled for the opening meeting and 
were welcomed by G. W. Dudgerar, secretary of the 
Board of Trade of the city. His remarks were re- 
sponded to by T. B. Frey of the Keyser Hardware 
Company, Keyser, W. Va. After the appointments 
of special committees, the meeting adjourned until 
the afternoon, when President Kemper of Elkins, 
W. Va., delivered his official address. Mr. Kemper 
gave a brief review of the hardware business of 
the past, and pointed out in a most practical way 
the obvious advantages of to-day. He spoke not 
only of the advantages of fixtures and equipment of 
all kinds, but of the advantages in salesmanship, 
and gave many practical examples from his own 
business life to demonstrate his points. In his 
closing remarks. President Kemper said: 

“Trade conditions at present seem much im- 
proved. Money is more plentiful. Europe has 
dumped her gold into our land freely. It seems cer- 
tain that the hour is at hand when the United 
States should and will extend her commerce. Every 
line of merchandise is more or less affected, but 
the hardware line has a broad field and its wares 
will find a rapid road to the trade through the live 
dealers in West Virginia. Forecasting the future, 
I can see waiting some good seasons for our par- 
ticular line. Let us lay hold of the past with cour- 
age and 1916 will bring us a more creditable balance 
sheet than the year just closed.” 


Prohibition Boosts Business 


J. C. Kepler of the Logan-Gregg Hardware Com- 
pany then delivered an address on how the prohi- 
bition amendment has affected the hardware busi- 
ness of West Virginia. Mr. Kepler had made an 


TT" best attended and most interesting conven- 





exhaustive study of his subject, having called on 
bankers, merchants and other people:all over his 
territory. He had also interviewed city and county 
officials, and was so well posted on his subject that 
there seemed no desire to contradict his statements. 
“Law,” he said, “is an agreement of or by the 
people that certain rules shall govern their conduct, 
and the aim is the greatest good for the greatest 
number of people. The prohibition amendment 
was an agreement by the people of West Virginia 
that certain rules shall govern their conduct on the 
liquor question. It was carried by over 91,000 ma- 
jority. I will not go into the moral phase of the 
question, but will speak strictly from a business 
standpoint. Whiskey is a beverage that will cause 
a father to sell his baby’s shoes or a rabbit to spit 
in the face of a bulldog, and it has no moral stand- 
ing in a civilized community. About 85 per cent of 
our trade comes from laboring families, because 
about 85 per cent of our people are laboring people. 
You know without my telling you that when the 
head of one of these families spends a large part 
of his income for booze, the family must curtail ex- 
penditures in legitimate lines of trade. The great 
curse of the saloons in West Virginia has been that 
we could not regulate them. We tried to, but our 
experience was a joke, and a mighty cruel one. 
On pay days in our factories our saloon keepers 
loaded up with money ready to cash the checks of 
the men. In comes Tom to get his check cashed, 
and, of course, he buys a drink. Then Jerry drops 
in for the same purpose, and he and Tom must buy 
one for each other. Then Mike and John appear 
to get their checks cashed, and they all have one 
together. After five or six rounds, time and money 
slip away and the consequences are forgotten, as 
are store bills and the imperative needs of the 
family. This condition is one that State laws have 
never regulated, and never will as long as the open 
saloon exists. 
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They Are Building Homes 


“T have talked with hardware men and other mer- 
chants through thirteen counties which I travel, 
and with one accord they state that the situation is 
vastly improved, and in former strong saloon dis- 
tricts the improvement is most marked. Many men 
who were considered impossible from a credit 
standpoint have become good paying customers, 
and many who could in the old days supply them- 
selves with but the bare necessities of life are in 
good condition, in good circumstances, and are bet- 
ter citizens. The natural tendencies of the laboring 
men of West Virginia are asserting themselves, and 
with booze out of their systems they are building 
homes. There is a very noticeable improvement in 
the territory I travel, and particularly so in the 
great number of small houses being built. You 
know that isn’t doing the hardware business any 
harm. 

The Mine Owners’ Experience 


“T have talked with mine owners, and they report 
that before the amendment it required a great many 
more men to keep the mines going full time than it 
does now. This was because of a certain percent- 
age of men who were laying off, either acquiring a 
drunk or getting over one. These men are work- 
ing more regularly to-day, are earning more money, 
and their families are getting a good-share of it. 
This mine superintendent showed me his books, and 
particularly some pages on the time sheets of drink- 
ing men, and these men are earning all the way 
from 15 to 120 per cent more than they earned be- 
fore the prohibition amendment came into effect. 


The New Saturday Night . 


“The public service and trolley people report that 
Saturday nights in the old days required their put- 
ting on extra guards and officers to take care of 
the drunks who persisted in fighting on the street 
cars. These extra guards and officers are not used 
to-day. Saturday night was always a big night for 
the street car people. The spenders were out; but 
these same people report to-day that their business 
is better than ever on Saturday nights, and the pas- 
sengers are made up of great numbers of women 
and children, who come down-town with their men 
folks to take in a picture show. 


It’s a Good Wind that Blows No One Ill 


“Shortly after the State went dry, I met a col- 
lector for one of the large installment houses in this 
city. He said he was feeling a little blue, and I 
asked him what his grievance was. He said: ‘You 
know it has always been hard to make collections. 
People have offered all sorts of excuses. That’s 
why they sent me out to get the slow pay accounts. 
I have called on forty-three people to-day, and 
every one of them had the money waiting ready to 
pay me. Some wanted to pay in full. If this keeps 
up I will be out of a job.’ 


More Dry Benefits 


“There has been a decrease in the criminal court 
work in the State, a decrease in the number of peo- 
ple sent to insane asylums, jails, penitentiaries and 
hospitals; there has been a raised standard of liv- 
ing, and I say without fear of contradiction, a 
healthier, brighter, happier lot for the wives: and 
children of the laboring classes of the State. It 
has made West Virginia a better place in which to 
live and raise a family. While there is more or less 
trouble along our wet borders, and not quite all the 
boot-leggers have discovered that such a law is 
being enforced, yet we live in hopes, and we know 
that as the hardware business is so closely inter- 
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woven with all the other interests of the State, that 
we shall participate fully in the benefits that have 
come to West Virginia since the State became dry.” 
_ After a report by E. R. Showers on the National 
Hardware Convention, the afternoon meeting ad- 
journed to reassembie in the evening as guests of 
the local hardware dealers at a theater party given 
at the Grand Theater. 


Hardware Development 


On Wednesday morning J. M. Jacobs of Fair- 
mont, W. Va., delivered an address on the hardware 
business and its development. He spoke as follows: 

“One of the most serious problems that confronts 
the business world to-day is the lack of capital and 
experienced men to manage the affairs of the store. 
While the hardware business is not free from these 
great difficulties entirely, yet I know of no other 
line of merchandise where capital is greater and 
experienced men more plentiful. 

“There are two other things of which I am equally 
sure: One is that each year, as our country grows 
older and more thickly populated, the hardware 
business, as well as the grocery business, is going 
to be more and more localized. This will be true 
with the retail merchant as well as the jobber. The 
other is in adjusting the wrongs that exist in the 
hardware business. You are going to get more 
relief from your local organizations than from any 
other source. Many of these injustices can and will 
be corrected by city and community organization. 
Many of them you will have to thresh out in your 
State association, and some probably in your Na- 
tional Association. Large bodies move slowly, and 
large organizations sometimes have for their officers 
men who have the swelled head and take themselves 
so seriously that they have no time or desire to even 
talk about, much less worry over, your troubles. 

“We still have the catalog house, department 
store, chain stores, stamp, coupon bonuses in busi- 
ness and other prize schemes to contend with in 
selling hardware, and I suppose we will have them 
for a long time to come. I shall always believe, 
though, that all the customers that enter your store 
are entitled to a full dollar’s worth of goods at the 
time they get them for every dollar they leave 
with you. 

“Your customer should also remember that you 
are not only selling hardware, but that you are sell- 
ing a service that no out-of-town merchant or far- 
away catalog house can render. He should be as 
willing to pay for this as he pays his family doctor 
or his lawyer for services rendered. 

“In these days, when painters are carrying stocks 
and buying their paints and brushes direct from the 
manufacturers, when lumber yards are carrying in 
stock nails, locks, paints, etc., as well as lumber, 
feed and farm implements, and numerous other 
stores are handling hardware along with their other 
lines, when garages and electrical supply shops are 
springing up on every corner, it behooves the hard- 
ware man to ever be on the alert for new Jines 
that he can handle successfully. 

“Never before have we heard so much about ‘com- 
munity spirit,’ ‘buying at home,’ ‘back to the 
farm,’ and trying to rebuild and stand by the towns 
of 500 to 5000 and the cities from 10,000 to 50,000 
people as there is to-day. The time is here for the 
retail hardware merchant to assert himself in his 
community as never before. His time must not all 
be spent in seeing how much he can get out, but 
also how much he can put into his community. The 
hardware man must not only be a seller of hard- 
ware and interested in his customers, but he must 
be interested in his churches, his schools, his Y. M. 
C. A., his hospitals and everything that makes life 
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worth living and this old world a better and easier 
place for less fortunate people than hardware mer- 
chants to live in and enjoy. 

“We not only live in an iron age, but we live in 
an electrical, gas and gasoline age as well. Won- 
derful are the changes in the power and forces used 
to-day as compared with those of fifty years ago. 
A large percentage of the goods on the shelves and 
in the showcases and warehouses of the up-to-date 
hardware store were not only unknown, but un- 
thought of and undreamed of by the hardware mer- 
chant of half a century ago. Horse and man power 
are being misplaced by electrical and water motors, 
gas and gasoline engines, lanterns by flashlights, 
wagon tires by automobile and truck rubber tires, 
oil lamps by carbide lamps, etc., etc. This is no 
day or year for the hardware merchant to sleep on 
his oars. 

“More attention is needed to-day in buying, not 
only as to the kind of goods, but as to the quantity. 
More energy is needed to move out slow-selling 
goods, more knowledge of human nature to know 
whom to trust, when to trust, how much and how 
long to trust than ever before. Credit business is 
getting to be more serious each year, but it is hav- 
ing more intelligent attention by local associations 
than we have ever known. 

“One of the greatest things ahead of us is the 
good roads movement. In the next. ten years your 
customers will come as quickly and much more con- 
veniently a distance of twenty to thirty miles as 
they now travel five or ten. All the important 
centers of this State, as well as other States, will 
soon be connected with permanent roads. This will 
mean that your stock must be kept in better shape 
and that the merchants must stand closer together 
to see that trade is drawn to your town instead of 
away from it. 

“We shall always have the farmer as the user: of 
a great majority of the hardware we sell. The next 
generation will not only see more gas and gasoline 
engines making power and light for the farmer, 
but in many sections the great electrical power 
plants will not only carry power along these im- 
proved highways that will furnish power to the 
farmer to churn, wash and iron in the house, and to 
grind, pump, reap, plow, lift his hay and grain, 
etc., into barns and bins, and do away with a great 
many of the things we thought drudgery when on 
the farm in our boyhood days. As the conditions 
of the farmers are improved, no other class of mer- 
chants will receive more benefit than the hardware 
dealers.” 

E. L. Hedges of the Hedges & Oyster Company 
of Lumberport, W. Va., also delivered an address 
at this meeting on the best methods of combating 
catalog house business. He told in an interesting 
way of plans his company had devised for selling 
goods against such competition and of the good 
results secured. The Question Box, in charge of 
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E. R. Showers, took up the balance of the morning. 
On Wednesday afternoon the delegates were the 
guests of the Williams Hardware Company of 
Clarksburg, and were taken on a trolley trip through 
the leading industrial plants of Clarksburg. On 
Wednesday they were the guests of the Wheeling 
Ceiling & Roofing Company, the Ott-Heiskell Hard- 
ware Company, the Wheeling Stove & Range Com- 
pany, the Wheeling Corrugating Company, the 
Greer, Larng Company of Wheeling, W. Va., and 
the Bellaire Stove Company of Bellaire, Ohio, and 
of the Spence Baggs Stoves Company of Martins 
Ferry, Ohio, at a theater party at the Majestic. 


Optimistic Secretary’s Report 


On Thursday morning the convention assembled 
to hear the report of Secretary Morgan. He ex- 
pressed great gratification in the fact that the mem- 
bership had decidedly increased and that dues were 
being paid promptly. The association has on hand 
nearly $400, and the financial affairs are in good 
condition. 


Suggestions 


At this meeting the suggestion committee made 
the following proposals: 

1. That the secretary mail to each active mem- 
ber of the association monthly letters or bulletins 
that would give each member any special informa- 
tion obtainable regarding trade conditions in West 
Virginia. 

2. That the nominating venation be dispensed 
with and that all nominations be made from the 
floor. 

3. That all work together with the object of in- 
jecting a little more pepper into the organization. 

This committee was composed of R. G. Westphal, 
H. B. Grand and E. R. Showers. 


New Officers Elected 


An executive committee consisting of F. T. Cree- 
land of Fairmont, W. Va.; W. E. Vance of Clarks- 
burg, W. Va., and W. H. Murray of Martinsville, 
W. Va., was then elected. The last business trans- 
action was the election of officers for the ensuing 
vear. E. R. Showers of West Virginia was 
elected president; A. J. Grove of Huntington, W. 
Va., first vice-president; S. G. Weber of Weston, 
W. Va., second vice-president, and John H. Morgan 
of Morgantown, W. Va., secretary and treasurer. 
The executive committee in charge of the matter of 
selecting the place for the next annual convention, 
to be held in January, 1917, while not definitely 
deciding, is practically certain that the next meet- 
ing will be held in Fairmont, W. Va. 

J. R. Kemper of Elkins, W. Va., was selected as 
delegate to the National Retail Hardware Conven- 
tion, and W. F. Miller of Martinsville, W. Va., was 
elected alternate. 
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OLD SUNSHINE 






How a Grouch Became the Village Optimist Through a New Use of 
the Thing that Had Made Him a Pessimist 
By THE ASSISTANT-MANAGER 
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A way to emphasize the attractiveness of the sunny-side of the street 


commodity as welcome as it is plentiful. It 

signifies all that is bright and beautiful in 
nature. It is the essence of happiness, and free, as 
well as essential, it is indeed an evidence of the 
bounty of God. 

I recently met a fellow who was kicking, actually 
beefing because his business was on that side of the 
street where old Sol cast his most direct rays every 
afternoon. 


B com net, bottled or barrelled sunshine is a 


Cooked Carelessness 


It was 3 o’clock when I called, and pure undi- 
luted sunshine had apparently sapped all the life, all 
the snap and all the energy out of that entire store 
force. The head clerk looked like the cigarette he 
was smoking and it was acubeb. The store boy was 
trying to tease the store cat with a piece of string 
and Tabby was so sleepy she couldn’t seem to raise 
sufficient energy to respond. Bright little beams 
of sunlight ushered me down through that store, 
and about every one of them warmed the resting 
place of some dust-covered piece of hardware. The 
Boss knew some one was coming because a shadow 
crossed the shaft of light that had lulled him into 
an after-dinner sleepiness, and he blinked like an 
old hog routed from the warm side of a pig pen 
as he rose heavily to his feet. ° 


The Horror of It 


We had met at a convention some weeks before, 
and under the influence of a liquid concoction par- 
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ticularly conducive to the easy flow of speech, he 
had unburdened himself on the mammoth handicap 
that confronted a man who lived in a hot country, 
and possessed property on the sunny side of the 
street. He stuck to it as long and laboriously as an 
untried social candidate does to the subject of the 
weather. Sunshine to that poor, suffering, self-pitied 
individual had become a thing so hellish that 
equipped with a three-tined fork from his own steel 
goods rack, and without make-up, he could have im- 
personated his Satanic majesty to perfection. 

He was in such absolute agony that he wanted to 
spill his troubles, and—well I just happened along 
at the opportune moment, and he opened the flood 
gates. 

That’s how it came about that I called at this 
store by invitation. 


Heat and Hospitality 


The old man blinked a few times, grinned rather 
sheepishly and then paid me a very high compli- 
ment. He remembered my name, and as he hitched 
his free suspender into place with the one hand 
he extended the other, and as I grasped it I realized 
that he was making a gigantic effort to start the 
limpid liquid in his veins to moving. It was a 
tough job. Reminded me of an ocean liner getting 
under way, but the tug boats of will power and 
stubbornness kept puffing away, and in due time his 
brand of hospitality gained headway and began to 
assert itself. 

He was glad I’d come, but: it was a confounded 


























February 17, 1916 


shame to drag a friend through such a furnace on 
a hot day. He suggested cool refreshment, and 
we found it two doors from the back entrance. Thus 
fortified we ventured back. It certainly was hot 
in that store, but it bore the brand of confined air 
rather than fresh heat. My host wanted to wade 
slowly through that stock to show me the beauties 
of things that might have been if it hadn’t had 
been for the temperature, but I was bent on just 
one thing, and that was to get a line on the ventila- 
tion. The air was heavy and old. The sunshine 
sort of perked it up like a peroxide blond, but it 
needed stirring up and the architect had either for- 
gotten it completely or his plans had gone wrong. 

It’s a good thing to give the other fellow the 
benefit of the doubt. You never know when you’re 
going to need it yourself. We found that building 
planned O. K., but a stack of horse shoe and nail 
kegs in the basement had raised the dickens with 
possible air currents there, and a closely built iron 
rack in front of the windows barred any fresh air 
business from the back room. What I said about 
fresh air I’ve forgotten, but what he said I shall 
never forget. He let me go just as far as I wanted 
to, and then expressed himself in just four words, 
“Well, I’ll be d ig 


Bringing Customers Across the Street 


When the sun went down that night you could feel 
nature pumping fresh air through the natural chan- 
nels he had opened in that store, and he was begin- 
ning to look for optimistic reasons for explaining 
to the town at large why he preferred the sunny 
side of the street. 

We used the window, but I don’t dare to use his 
name. The picture talks for itself. The border 
was made of common white paper measured to fit 
each side of the window glass, and roughly torn on 
the inside edge to make the frame that did the 
business. It was glued fast with a paste made of 
flour and water, because this would wash off much 
more easily than mucilage or glue. 

The wording around the design was done in oi' 
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paints because oil does not spread when the paste 
is being applied, nor does it run should the window 


sweat. The effect of this frame was greatly 
strengthened by the painted inside border line. It 
changed the entire appearance of the front of that 
store, and actually pulled people from the shady 
opposite side of that street. The old sun and the 
yellow price cards helped a lot, and with the 
simplest 25 and 50c. values in the place we put over 
the lasting impression that the “sunny side of the 
street”? was the place of open and above-board deal- 
ing, a place where it was a pleasure to serve, a 
place where happiness reigned supreme, and where 
prosperity abounded. 


Now the Store Slogan 


The “sunny side of the street” has become a 
slogan in that store, and while the boys have de- 
vised a dozen different ways of telling the story, 
those words stick. To me this is a great example 
of inside baseball. The big trouble that succeeded 
in getting the goat of my old friend is a common 
trouble. There are thousands of dealers who are 
wishing right this second that they had drawn com- 
mercial berths on the shady side. If you are in his 
class nail the old man’s idea. It has just put him 
on easy street in the past two years, and has so 
thoroughly convinced his community that he is the 
local representative of Sunshine & Co., Limited, 
that he couldn’t work up a healthy grouch to save 
his soul. 

We are what we permit ourselves to be. Nature 
and environment can be so twisted by our mental 
powers that they are deformities and drawbacks, 
or they can be hitched tandem to the chariot that 
rolls us to the local bank to attend a directors’ meet- 
ing or to make a deposit. It’s a question we each 
much solve, but with such an example before us it 
certainly is an easier matter to lay hold of our 
hottest problems and weld them to the powers that 
work in harmony to build better business. Here’s 
to Old Sunshine, the man who made himself over 
through a store slogan on the sunny side! 





Brooklyn Hardware Dealers Meet 


gerne was an unusually large gathering at the 
monthly meeting of the Brooklyn Hardware 
Dealers Association Thursday evening, Feb. 10. The 
large number present was due in part to a letter 
sent out by the secretary with reference to a plan 
of co-operative advertising, which had been brought 
up at the previous meetings and which was to be 
definitely decided upon at the February meeting. 

Nineteen of those present signified their desire 
to enter into this plan of newspaper advertising, 
and a special meeting was decided upon for Thurs- 
day evening, Feb. 24, when the entire plan will be 
definitely settled. 

The nomination committee presented a list of 
names as nominees for the various offices to be 
voted on next month at the annual meeting. 

At the close of the regular business question 
blanks were passed around and many availed them- 
selves of the opportunity of getting information 
from their fellow members by this means. One of 
the most vital questions brought up was that of 
disposing of “stickers.” One dealer said he had on 
hand an assortment of a well-advertised brand of 
goods and though it sold in large quantities in many 
stores it had proved to be a shelf warmer for him, 
and he made the suggestion that a form of ex- 
change be inaugurated by means of which such 
things could be disposed of to dealers who could 
use them. 

It was voted that at the next meeting each mem- 


ber should bring in a list of merchandise which 
proved to be slow-moving and the prices at which 
he would be willing to dispose of it, and that after 
the regular meeting the members could get together 
and perhaps exchange much of this merchandise to 
mutual advantage. The idea is a very excellent 
one and if it has the co-operation of all the mem- 
bers it should prove an extremely valuable feature. 


Big Sum Added to Capital 


Tepes capital has been put into the busi- 
ness by DuBois-Haevers & Co., Green Bay, 
Wis., wholesale and retail hardware merchants and 
dealers in farm implements. The capital stock has 
been increased from $25,000 to $75,000. 

The articles of incorporation have been amended 
and copies of them sent to the Secretary of State 
at Madison and filed with the Register of Deeds 
here. 

The purpose of the company in adding to the 
capital stock is to enable it to increase the scope of 
the business in both the retail and in the farm 
implement line. 

During the annual meeting of the corporation the 
officers were re-elected and one new office was cre- 
ated. An assistant treasurer was added to the list 
of officers and George J. DuBois elected to fill that 
office. The other officers are as follows: President- 


treasurer, J. B. DuBois; vice-president, A. Haevers; 
secretary, H. J. Bultman. The annual report showed 
business had been good during the year. 
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From Many Sources 


Seeking Public Favor 


— business is at last coming to realize the fact 
that good-will is just as much an asset as 
many items which appear in the yearly balance 
sheets, even though it cannot be treated statistic- 
ally. Because their relations with the public are 
more intimate than those of other corporations, the 
public service companies were the first to realize 
that fact, and now in all sections of the country 
organized effort is being continually directed to- 
ward the betterment of relations between those who 
are engaged in selling street-car rides and kilowatt- 
hours and those who perforce must buy them. But 
other corporations are now beginning to understand 
that they, too, must stand in the good graces of the 
public if they are to expect fair treatment at the 
hands of legislators and others. 

Many signs of the movement for the development 
of better public relations are now appearing. Two 
were noted last week. One was the action of the 
anthracite coal operators, who, through the medium 
of advertising, carried their case with the workers 
before the court of public opinion. The other was 
found in a slip which went to stockholders of the 
New York Central along with their dividend checks, 
and which read this way: 

“You are one of about 25,000 owners of shares of 
stock in the New York Central Railroad Company. 

“As such, it is suggested that you use your per- 
sonal influence for fair treatment of American rail- 
roads and do what you can to secure reasonable 
rates, equitable taxation and intelligent legislation.” 

The Great Northern was another road which last 
week took advantage of the dividend distribution 
to do a little publicity work. With each check was 
inclosed a circular extolling the merits of the road’s 
crack express train. It is a new way to drum up 
trade.—The Annalist. 


Abnormal Conditions for Capital 


and Labor 


f deyer-prece is going on now a rapid accumulation 
of capital in this country, and a corresponding 
increase in the demand for labor. Under normal 
conditions such a situation is wholesome and bene- 
ficial, but it would be a mistake not to recognize 
that present conditions are abnormal. If capital 
was increasing all over the world as it is in the 
United States, wages would go up abroad as well 
as here, but unless wages advance in other countries 
we will have either an inflow of labor or an outflow 
of capital after the war is over, until the equili- 
brium is restored. The best conditions in industry 
for both employers and employed are those that 
make for stability, affording steady employment, 
increasing output, and a constantly enlarging distri- 
bution and consumption of products.—National City 
Bank of New York.—The Annalist. 


Banker Sees Long Prosperity in 
United States 


Mest people of the United States do not realize 
the amount of prosperity to come to them as 
the result of the European war, according to E. 
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Mackay Edgar of the London banking house of 
Sperling & Co. 

Mr. Edgar is here to inspect properties of the 
Cities Service Company, of which he is first vice- 
president. 

“It has rather surprised me,” said Mr. Edgar, 
“that so many Americans believe the war will be 
Over in a year or two at most, and that then this 
country may be the dumping ground for European 
manufacturers. I can assure you that that feeling 
is not held abroad, particularly in Great Britain. 

“Our general belief is that a generation will have 
passed before the European manufacturing and 
commercial situation becomes normal. Many fac- 
tory districts, particularly in Belgium, have been 
absolutely annihilated. 

“This condition, I believe, will compel the United 
States to manufacture many articles that have al- 
ways been imported. Some industries I do not be- 
lieve ever will be rebuilt. 

“The greatest trouble the United States will have 
is in over-prosperity.”—New York American. 


Agricultural Exports in 1915- 


HE extent to which the American farmer has 

benefited by the war in Europe is clearly shown 
in the statistics of agricultural exports in 1915, 
shown in this table, in contrast with the preceding 
year: 





1915 1914 
I 3 ire gt ee a ae beak $510,582,288 $300,309,150 
Eo eg 25,073,840 14,635,368 
Cattle, hogs, and sheep.......... 2,669,386 879,493 
Meat and dairy products........ 250,033,196 128,283,438 
IL, aldic kta «© hin abe a ods Oe we 417,005,523 343,898,084 
SEEN 3. is cine akin ih bs enk dade $1,205,364,233 $788,005,523 


The exports of breadstuffs alone increased $210,- 
000,000 over 1914, despite the fact that in the latter 
part of that year the export demand for breadstuffs 
was much greater than in the closing months of 
1915. Higher prices were also a large factor in the 
increase, save for cotton, the exports of which in- 
creased by more than a billion pounds, while the 
value rose by $73,000,000.—The Annalist. 


Business Men Unite to War for 
Fair Laws 


HE National Trade Association has just been 
formed primarily “to combat unfair legislative 
propaganda.” 

George B. Caldwell, founder of the Investment 
Bankers’ Association, is president of the organiza- 
tion. Of the association’s scope and purposes Mr. 
Caldwell says: 

“Those interested in this movement have in mind 
the bringing together in one powerful trade organ- 
ization, non-political in character, the various local 
and trade organizations of manufacturers, mer- 
chants and consumers not now affiliated, who can 
work out national problems more effectively by be- 
ing organized in this way than in any other. We 
shall undoubtedly find some things in common with 
the United States Chamber of Commerce and, 
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where it is advantageous to do so, will co-operate 
with them. 

“At the present time there is pending in the House 
of Representatives two measures considered of 
much importance to manufacturers, merchants 
and consumers. The one is the Stephens price 
maintenance bill and the other an amendment to 
the pure food and drug act, which would impair the 
value of grocers’ trademarks, etc. After full con- 
sideration by our board of directors we are opposed 
to the Stephens measure.” 

The officers and directors in addition to Mr. Cald- 
well are: Vice-president, Percy S. Straus; treas- 
urer, Harry B. Haines; acting secretary, Louis Bar- 
net; counsel, Edmond E. Wise; directors, George 
B. Caldwell, president the Sperry & Hutchinson Co., 
New York City; Percy S. Straus, R. H. Macy & Co., 
New York City; Harry B. Haines, News Printing 
Co., Paterson, N. J.; Howard Brokaw, Brokaw 
Bros., New York City; Jason Rogers, publisher 
New York Globe, New York City; Louis C. Page, 
the Page Co., Boston, Mass.; John H. Love, New 
York City; A. J. Marcuse, West Disinfecting Co., 
New York City; George W. Milton, Jordan, Marsh 
Co., Boston, Mass.; A. M. McGeachin, Witcombe 
McGeachin & Co., New York City; John C. Mc- 
Keon, Laird, Schober & Co., Philadelphia, Pa.; A. 
Meier, Meier & Frank, Portland, Ore.; John H. 
Snowden, Stead & Miller Co., Philadelphia, Pa.; 
Louis A. Lehmaier, Lehmaier & Bro., New York 
City.—New York American. 


Italy Offers United States Good 
Trade Chance 


OME.—George B. Page, the banker and finan- 

cier, says of present and future relations of 
the United States with Europe, and particularly 
with Italy: ‘ 

“I know there is an immense field in Italy for the 
United States. Italy has long been neglected and 
misunderstood both as to her business and as to her 
people. Her business men are as honest and relia- 
ble as in any well-organized country. 

“If the United States desires to do business here 
the right kind of business men must be sent over, 
those speaking French or Italian, and men who are 
willing to stay in the country long enough to learn 
its ways. 

“Italy will be a virgin field for American busi- 
ness. Before the war her foreign business was 
largely in the hands of Germans, because the Eng- 
lish and French had neglected the markets. The 
Germans offered long credits, say of six months to 
a year, asking only a part payment down. While 
the Germans have not, as had been stated, any very 
large investments of capital here, they did succeed 
in doing a prosperous business. One of the reasons 
for this, with the smaller houses, was also because 
the Germans quoted prices and weights in Italian 
money and by the metric system.”—New York 
American. 


War Increases Watch Prices 


| gape set pong of popular-priced watches 
are sending out revised price schedules owing 
to the war. 

The metals used in the manufacture of the ordi- 
nary chronometer are brass, copper, nickel and steel. 
All these are scarce, even at the current very high 
prices, hence the upward revision in the manufac- 
tured article-—New York American. 





























































53 


Gasoline Production Increased, 
U. S. Shows 


PLess of the oil men to the contrary, production 
of gasoline in the last five years has increased 
tremendously, according to figures issued by the 
Bureau of Census. While the production of light 
products, chiefly gasoline, has increased 170.2 in 
this period, the value has increased 205.5. 

Recently, when the price of gasoline was success- 
fully rocketed, oil men declared that it was chiefly 
due to lack of production.—International News 
Service. 


Pittsburgh Manufacturers Predict 
Continued Prosperity 


To the Editor: 


It is at all times dangerous to predict the fu- 
ture, but, in view of the recovery of general busi- 
ness, its expansion during the last three months 
and the probability of our supplying the needs 
of the warring nations, as well as those of the 
other countries, for some years to come, it seems 
to us that the prospects for a banner year are 
unprecedented. 

The total bank clearings of the United States 
for 1915 (despite the fact that the first three 
months were months of depression) were the 
largest in history; the combined net earnings of the 
railroads during the entire year were greater than 
any previously reported; the United States Steel 
Corporation broke all records in the last half of last 
year and better things are predicted for it in 1916; 
the pig-iron industry’s annual tonnage was second 
only in volume to that of 1913 and independent pig- 
iron people, looking forward to new high levels and 
a record breaking output, are refusing to quote 
prices for the last half of 1916; new building and 
construction work is being undertaken on a large 
scale all over the country and finally, general con- 
fidence, backed by clear-headed conservatism, is at 
its best. 

One year ago we could contract for shovel steel 
at a base price of $1.40 per hundredweight, Pitts- 
burgh, and to-day we can only specify for shipment 
at $2.75 per hundredweight. In other words, the 
steel mills are not making contracts to-day even at 
an advance of $1.35 per hundredweight, an advance 
which represents an additional cost to us of ap- 
proximately 80c. per dozen in shovels. Up to the 
present time some manufacturers have advanced 
their shovel prices only 43c. per dozen, thus falling 
37c. short of covering the increased cost of steel, 
and allowing nothing for the advances in emery, 
coal, acid, oil, etc. 

Materials are getting scarce, deliveries are slow, 
labor is in demand, rents, rates and taxes are 
higher; in short, all things are tending to increase 
the costs of manufacturing. The fundamental con- 
dition of the country, however, points unmistakably 
toward still better prices and continued prosperity. 
The black cloud reveals its silver lining. 


Yours respectfully, 
HUSSEY-BINNS SHOVEL COMPANY. 


THE REMINGTON ARMS-UNION METALLIC CARTRIDGE 
COMPANY, Bridgeport, Conn., has requested that we 
make the following announcement: I. S. Betts has been 
made a vice-president of the company. 
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Secretary Warren Makes Record by Nearly 


Doubling Membership 













THE SOUTH DAKOTA RETAIL HARD- 
WARE CONVENTION 








Business street in Sioux Falls 


Dakota Retail Hardware Association, which 

was held at Sioux Falls, Feb. 1, 2, 3 and 4, was 
in many respects one of the most interesting and 
beneficial gatherings in the history of the organ- 
ization. A feature of this convention was the fact 
that for probably the first time in the history of 
association gatherings the program was left en- 
tirely to the members of the convention, there being, 
aside from the annual address of the president and 
the secretary’s report, no set speeches whatever. 
The result was that practically every member pres- 
ent took an active part in the convention, thus hav- 
ing the opportunity to pass on to others the benefit 
of their own experiences in meeting problems as well 
as receiving from others information relative to the 
solution of problems which were troubling them. 

At this convention more new members were added 
to the South Dakota Association than at any other 
meeting in its history. 

The officers elected for the ensuing year are: 
President, A. E. Morgan, Parker; vice-president, 
B. G. Wattson, Chamberlain; secretary until April 
1, E. C. Warren; after April 1, H. C. Parker, 
Murdo; treasurer, F. J. Sheppard, Mitchell. The 
executive committee will be composed of Ed. A. 
Ryan, Spencer; Guy Maxwell, Sioux Falls; C. A. 
Halpenny, Northville. O. W. Anderson, Lane; P. O. 
Beaulieu, Winner, and Nicholas Kieffer, Fedora, 
comprise the trade relations committee for 1916. 

The meeting was called to order at 2 p. m. on 
Feb. 1 with President Parker in the chair. After 
an address of welcome from City Attorney Louis 
Larson, the annual address of President Parker 
was delivered. 


Tp eleventh annual convention of the South 


He said in part: 


| gpg a strictly selfish standpoint the condition of 
the hardware trade is vastly better than a year 
ago, but we must remember that the economic con- 
ditions of the world powers of Europe cannot be so 
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broken up without affecting our nation to some ex- 
tent. 

With the sharp advances in almost all lines we 
represent, the temptation to purchase too much 
stock is very strong, and we should be very careful 
in this regard not to contract heavier obligations 
than we can readily meet when due. 


The need of a closer touch by each retailer with 
the expense of his business is imperative. The 
probable increase in Federal taxation in some form, 
together with the constant increase in the cost of 
doing business, makes it necessary that every dealer 
have a record of this item of expense, that he mark 
his goods at a selling price that will give him a fair 
profit. 

Most of the hardware dealers have improved 
greatly in the past few years in the best methods 
of purchasing, but we can do better in this depart- 
ment. 

In this connection I cannot emphasize too strongly 
the value to every hardware association member of 
the Price and Service Bureau of the National Asso- 
ciation at Argos, Ind. 

Our State association is in position to save you 
from $33 to $50 on every $100 of fire insurance 
premiums you pay. See your State secretary in re- 
gard to insurance. 

’ Perhaps your freight bills have no errors in them, 
but I found mine had and I think yours have. Your 
State association has a reliable auditing connection 
whereby you get 50 per cent of all money collected 
on claims, and without any expense to you. Bring 
or send them by express to your State secretary. 

The collection department of the State association 
will help you with your slow accounts many times. 
If you have some you cannot collect take the matter 
up with your State secretary. 

Your State association is in better condition finan- 
cially and in the interest taken by the members 
than ever before, and I want to thank each member 
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of the association for the interest he has taken and 
the help he has been during the past year. 

The South Dakota Retail Hardware Association 
is just what the members make it, and it is a known 
axiom that you cannot get good out of something 
you have not put anything into, and so it is with 
your association, if you put in whole-hearted co- 
operative interest, you will be helped. 

I trust each of you realize the debt of gratitude 
you owe your secretary, E. C. Warren, for his 
efforts in behalf of you and your association. 


Secretary Warren Resigns After Enviable Record With 
Nearly Doubled Membership 


The president’s speech was followed by the an- 
nual report of Secretary E. C. Warren. Mr. War- 
ren at this time tendered his resignation, stating 
that matters of a personal nature made it essential 
that he sever his connection with the association. 


In his report Mr. Warren said: 


te hardware retailers are slowly waking up to 
the fact that this association is working along 
lines of service, in giving them an unlimited amount 
of assistance in their business, and those who are 
not receiving it are too indifferent to ask for it, or 
pay no attention to letters referring to matters 
which may be of value to them. 

We even have members who pay their dues under 
protest, when they are receiving many times this 
amount in dividends from their hardware mutual 
policies which are made possible by the co-operation 
of this association and the others affiliated with the 
National Association. I believe that some of our 
members are overlooking a good proposition in not 
carrying the limit of this insurance and taking the 
easy profit. 

The freight auditing department has taken care 
of a largely increased volume of business this year, 
having filed claims amounting to over $1,800; but 
for all that, we have only had a small percentage of 
the hardware freight bills of the State. 

I also find many that have paid some solicitor 
$10 in advance for the privilege of having their 
freight bills audited, which is a graft, pure and 
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simple, of which all have been warned many times. 

At the meeting of the National Association of 
Hardware Secretaries we used the question box idea 
entirely on a plan which has been adopted for use 
at this convention, and we had the most helpful 
meeting that we have ever held, and I hope that all 
will be active in the discussion, and give of your 
knowledge and experience that you may receive 
much in return. 

The greatest change in business methods came 
with the one-price system. The old idea was for the 
seller to get as much as he possibly could for every- 
thing that he sold, nothing was guaranteed, and 
anything that you paid for, and that was in your 
hands, was beyond recall. “Business is business,” 
was a maxim that covered many sins; but this kind 
of business has had to go. The self-preservation 
of the race demands honesty, square dealing and 
one price to all. 

We have made a gross gain in our membership 
of 105 this year, our present membership being 
241, but with over 600 in the State, eligible to mem- 
bership, this percentage is far too small, and with 
the opportunities that we offer I cannot understand 
why 90 per cent of the hardwaremen of the State 
do not take advantage of them. 

During my secretaryship I have made many 
valuable friendships among the dealers and it is 
hard for me to make the announcement severing 
my active connection with the association, but a 
duty that I owe to myself compels me to do this 
and I sincerely hope and trust that my successor 
will have the loyal support of all retail hardware 
dealers, and the same generous consideration that 
has been shown to me by the manufacturers and 
jobbers represented in this territory. 

After the appointment of committees, the con- 
vention went into executive session, discussing the 
matter of “Trade Building,” under the leadership 
of F. J. Sheppard of Mitchell. 

The session of Wednesday afternoon, Feb. 2, was 
a question box session pure and simple. The sub- 
jects discussed and the gentlemen in charge of the 
Question Box, covering each question, were as fol- 
lows: “Profitable Lines,” lead by William Mors- 
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felder, Avon; “Buying” was under the leadership 
of J. R. Silkinsen, Dell Rapids; “Price and Service” 
was handled under the leadership of P. O. Beaulieu 
of Winner, while E. A. Ryan of Spencer handled 
the discussion of the general subject of “Selling.” 

A marked feature of this afternoon session, as 
well as of all subsequent sessions, was the great 
interest taken by the individual membership. This 
was well summed up in the three days of the con- 
vention when by a rising vote on the question of the 
convention program for next year, as to whether 
it should be set speech or question box, a unanimous 
expression in favor of the question-box method was 
registered. 

Thursday afternoon the subjects discussed with 
the leaders were: “Collections,” handled by 
Nicholas Kieffer of Fedora; “Jobbers,” by Frank 
Smith of Sioux Falls; “Local Clubs and the Mer- 
chant and Farmer,” by K. A. Ramsey, Marvin. 

At this session President D. Fletcher Barber of 
the National Association gave an informal talk 
which was enthusiastically received by the South 
Dakota hardware men. 

G. E. Hall of the Hall Hardware Company of Min- 
neapolis, also addressed the gathering, outlining 
briefly the business methods and policy of his or- 
ganization. 

The officers were then elected for the succeeding 
year and the convention adjourned until 2 p. m. 
Friday, the closing day. 

The first business on Friday afternoon when the 
convention convened was the reports of the com- 
mittees on resolutions, auditing and grievances, all 
of which reports were accepted as offered. 

The report of the committee on resolutions was 
particularly interesting and was as follows: 

“Whereas, The parcel post, as administered by 
the Postmaster General, is an unjust discrimination 
against one class of citizens and in favor of an- 
other class, and 

“Whereas, This matter has been fully consid- 
ered by the Congressional Joint Committee to In- 
vestigate the General Parcel Post and has been dis- 
cussed by it very fully in an exhaustive report 
known as: Senate Document No. 944, Sixty-third 
Congress, third session, and 

“Whereas, It would appear that the Postmaster 
General is given wide discretionary powers in the 
law instituting the parcel post, and has not used 
those powers wisely, and has allowed abuses to 
creep into the operation of the parcel post, and 

“Whereas, It is manifestly only right and just 
that the parcel post should not favor bdne class of 
citizens and discriminate against another. There- 
fore be it 

“Resolved, That this association does respectfully 
request Congress to take up and very carefully 
consider the report heretofore mentioned and enact 
into law the changes there recommended and in 
addition thereto such provisions as shall take out 
of the hands of the Postmaster General the power 
to change any of the provisions placed into the law 
by Congress. 

“Whereas, The legitimate, commercial, and in- 
dustrial interests of the country require that the 
Government of the United States shall not directly 
or indirectly continue to grant special favors to any 
class of citizens, by imposing on any one class of 
mail, or postal matter, a burden not chargeable to 
that class. Therefore be it 

“Resolved, That the South Dakota Retail Hard- 
ware Association does hereby petition Congress to 
so reorganize the post office service, that each and 
every department of it shall be self-sustaining and 
that the Interstate Commerce Commission be duly 
charged by law with the power and duty to investi- 
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gate postal rates and determine the fair transporta- 
tion charge for the distribution of postal matter 
of the various classes to the end that the rates 
charged may be adequate to cover the expense of 
each class. 

“Resolved, That we again endorse the movement 
for one cent letter postage, and that the associa- 
tion assist in the furtherance of the movement. 

“Whereas, The present National Bankruptcy Act 
was placed on the statute books as an emergency 
measure to take care of particular and peculiar con- 
ditions which do not exist now, and 

“Whereas, This act does an injustice to various 
classes of citizens, especially retail merchants. 
Therefore be it 

“Resolved, That this association respectfully re- 
quest and strongly urge Congress to repeal this law 
and to enact one in its place which shall be suitable 
to present-day conditions and shall not do an in- 
justice to either debtors or creditors. 

“Whereas, Fraudulent, misleading and deceptive 
advertising is not only a violation of moral busi- 
ness ethics, but is also detrimental to the interests 
of producers, distributors and consumers of mer- 
chandise of all kinds and against good public policy. 
Therefore be it 

Resolved, That this association does endorse that 
law generally known as the ‘Printers Ink Model 
Statute,’ designed to prevent such advertising, and 
does respectfully request and strongly urge Con- 
gress to place this law on the statute books of the 
United States. 

“Whereas, This association realizes the necessity 
of good roads as arteries of communication between 
sections, and as a means of economical marketing 
of farm products. Therefore be it 

“Resolved, That the South Dakota Retail Hard- 
ware Association does heartily approve of it, and 
earnestly recommends the many movements now 
under way to establish good roads throughout the 
country, feeling that they are potent factors in 
the development of rural districts. 

“Resolved, That we reaffirm the association’s 
stand in favor of price maintenance: that we again 
endorse the Stevens bill, and that we use every hon- 
orable means to secure the enactment of same by 
Congress. 

“Whereas, Certain interests opposed to the 
Stevens bill are employing ingenious and plausible 
arguments which are misleading and designed to 
render the Stevens bill unpopular with the retail 
trade, and 

“Whereas, Thees arguments are intentionally 
misleading, and have no foundation in fact, inas- 
much as the Stevens bill expressly provides for a 
fair and equitable disposal of unsalable merchan- 
dise, in that the dealer may sell goods at any price 
he chooses, provided he has first given the manufac- 
turer an opportunity to take them off his hands, 
at what they cost: and the measure will not prevent 
important seasonable reduction in prices, and 

“Whereas, Practically every organization, in any 
manner identified with the retail trade, has gone 
on record as favoring the Stevens bill and bringing 
to bear every influence at their command in an ef- 
fort to secure favorable action on this measure. 
Therefore be it 

“Resolved, That the South Dakota Retail Hard- 
ware Association heartily endorses the Stevens bill 
and protests against the unfair methods being em- 
ployed to defeat it. And be it further 

“Resolved, That we favor the reintroduction of 
the bill in the next Congress and pledge our influ- 
ence and assistance in promoting its final passage. 

“Resolved, That we reaffirm our belief in the 
principles of price standardization, and that we en- 
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dorse the Stevens bill as being the only practical 
form of legislation, now visible, which promises 
the establishment of re-sale prices, preventing 
predatory price-cutting, and offering a guaranty of 
free and honest competition in all lines of trade. 
And be it further 

“Resolved, That the secretary be instructed to 
send a copy of/these resolutions to the President 
of the United States, to each member of the Federal 
Trade Commission, to every member of the United 
States Senate, and the House of Representatives, 
to the Governor and to every member of the State 
Legislature. 

“Resolved, That we recommend that the members 
of this association make more use of the Price and 
Service Bureau, thereby showing their approval of 
the efforts of the National Association in assisting 
dealers to obtain better prices. Be it 

“Resolved, That we suggest to the manufacturers 
that it would be more convenient to make literature 
which they send out of a uniform size and weight 
to be enclosed in No. 6 envelopes. Be it 

“Resolved, That the committee recommend that 
the constitution of this association be amended to 
the effect that the vice-president be sent as a dele- 
gate to the National conventions in place of the 
past president. Be it 

“Resolved, That we, the South Dakota Retail 
Hardware Association, in the city of Sioux Falls 
assembled, do appreciate the efforts of the business 
men of Sioux Falls, put forth in taking care of this 
eleventh annual convention of this association, 
heartily thanking them for the entertainments ren- 
dered us. Be it 

“Resolved, That we appreciate the co-operation of 
the manufacturers, jobbers and salesmen in making 
their exhibits in our exposition at this convention. 

“Whereas, We have been honored by the presence 
of D. Fletcher Barber of Boston, Mass., president of 
the National Retail Hardware Association at this 
convention. Therefore be it 

“Resolved, That we extend to him and to the 
National Association our thanks and appreciation 
of this honor; we feel that the members present 
have been greatly helped by his suggestions during 
the convention and the association has been made 
stronger by his work with us. 

“Resolved, That the association extend its thanks 
to the president, secretary and treasurer and other 
officers for their efficient efforts during the past 
year. Be it 
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“Resolved, That whereas, E. C. Warren: has 
served this association long, faithfully, and effi- 
ciently and whereas, as he is soon to sever his rela- 
tions with the association this committee, on behalf 
of the members of this association, extend to E. C. 
Warren their most sincere thanks for the valuable 
service hé has rendered the association through the 
years that he has been associated with it as sec- 
retary.” 

The trade relations committee for the ensuing 
year, consisting of O. W. Anderson, Lane; P. O. 
Beaulieu, Winner, and Nicholas Kieffer, Fedora, 
was elected at this time. 

The Question Box was then resumed under the 
leadership of F. I. Pixley of Montrose. A very 
spirited discussion of “Insurance and Legislation” 
followed, during the course of which much valuable 
information regarding insurance and the best meth- 
ods of handling fire losses was brought out. Under 
the subject of “Legislation,” it developed that the 
hardware merchants of South Dakota were not suffi- 
ciently covered by law in the matter of payment 
for materials furnished for improvements on home- 
steads. Accordingly a motion was made and carried, 
authorizing the executive committee to have drafted 
and brought before the next session of the Legisla- 
ture some law which will provide protection for the 
hardware dealer along these lines, these committees 
being authorized to make such necessary expendi- 
ture up to a maximum of $200, as they see fit. 

In token of the esteem in which they are held by 
members of the association, and in appreciation of 
their efforts during the past years for the welfare 
of the association, E. C. Warren, retiring secretary, 
and J. P. Rummel, retiring treasurer, were each 
presented with a handsome silk umbrella by A. E. 
Morgan, the incoming president. 

The convention then adjourned to meet at such 
time and place in 1917 as may be decided later by 
the executive committee. 


Convention Side Lights 


The hardware exhibition held in the auditorium 
in connection with the convention found a compara- 
tively large showing of products of manufacturers 
and jobbers. The forenoon of each day was de- 
voted to a viewing of these hardware exhibits. The 
representative of one range company which had 
been at the South Dakota convention for several 
years expressed himself as feeling that the results 
of hardware exhibits, like advertising results, are 
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largely cumulative, inasmuch as their sales during 
this year’s convention were the largest ever made 
at a South Dakota gathering. 

The representative of another range company 
stated that during the first three days of the meet- 





A. E. Morgan, 
president secretary 


H. C. Parker, 


ing the sales of their ranges were in excess of one 
hundred. 

These two expressions may be taken as typical 
of the results obtained by the various exhibitors. 

The commercial interests of Sioux Falls, repre- 
sented by the Commercial Club, jobbers and manu- 
facturers, provided entertainment for the visiting 
association members. On the evening of Feb. 1 an 
informal smoker and buffet luncheon was held at 
the Commercial Club rooms while on Thursday 
evening, Feb. 3, a theater party at the Orpheum 
Theater was the feature. Much of the success of 
the convention rests with the cordial reception 
given by the people of the convention city. 


Hardware Club and Guild Going 
to Cleveland 


_ rene meeting of the Hardware Club of Cin- 
cinnati, Ohio, and of the Cincinnati Hardware 
Guild was held at the Hotel Gibson on the evening 
of Feb. 11. The meeting was called by Secretary 
E. J. Becker of the Hardware Club to make ar- 
rangements for the trip to Cleveland on Feb. 21. 

It was arranged that the two associations would 
leave Cincinnati to attend the Ohio Hardware As- 
sociation convention at 11.50 a. m. Monday morn- 
ing. A special Pullman has been engaged. 

J. M. Tucker, chairman of the arrangements com- 
mittee, announced that up to the time of the meet- 
ing about forty members had sent in their accept- 
ances for the trip, and that fully sixty are ex- 
pected. Charles Kobmann and Charles H. Lammers 
were appointed as a committee to look after the re- 
freshments. W. F. Belmer, president of the Hard- 
ware Club, presided at the meeting and will attend 
the convention. 


THE NEWBERRY’S HARDWARE COMPANY, Alliance, 
Neb., established in 1888, has been incorporated by 
Chenia A. Newberry, A. T. Lunn, Lloyd E. Johnson and 
C. W. Brennan, to conduct both a who'esale and retail 
hardware business, and also manufacture steel water- 
ing tanks, etc. 


Hardware Age 


Logan-Gregg Hardware Company 
in New Building 


deo: Logan-Gregg Hardware Company, Pitts- 
burgh, Pa., is now occupying its new warehouse 
at 121-129 Ninth, corner of French Street. | 

This concern suffered a disastrous fire a year ago 
last September which totally destroyed the stock 
and warehouse located on Seventh Street. Since 
the fire the company has occupied temporary quar- 
ters on the North Side, moving into the new building 
Jan. 1. The new location is two squares east of 
the old building and has streets on three sides, pro- 
viding ample light and air as well as exceptional 
shipping facilities. 

The building is an eight-story steel and concrete 
structure finished in red brick and white terra 
cotta, making an exceptionally attractive appear- 
ance. It provides about twice as much floor space 
for the storage of goods as was available in the old 
building: and was designed and erected with particu- 
lar reference to the needs of the business. Every 
possible device which would expedite the handling 
of goods for both incoming and outgoing shipments 
has been installed and careful attention has been 
paid to the arrangement of the goods and the shelv- 
ing. A sample room for the display of the various 
lines carried has been established, experience hav- 
ing shown that visiting merchants appreciate the 
opportunity of examining samples. The firm has 
worked out several novel schemes for displaying 
goods in compact and convenient form. 

The confusion incident to moving has now been 




















The new building of the Logan-Gregg Hardware 
Company 


smoothed out and the Logan-Gregg Hardware Com- 
pany will be glad to receive a call from all of its 
friends and customers. 


AT A RECENT MEETING of the directors of the Favorite 
Stove & Range Company, Piqua, Ohio, Stanhope Beal 
was elected president of the company, succeeding his 
father, the late William K. Beal. The other officers are: 
E. W. Lape, vice-president and treasurer; Leo J. 
I’riggee, secretary. 


THE FosTeR STOVE COMPANY, Ironton, Ohio, has let 
contract for an addition to its plant that will be 36 x 
88 ft., two stories and of brick construction. The build- 
ing will be used for storage purposes only. 
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The officers and directors of the Chamber of Commerce of the United States—Bottom row, left to right: R. G. 
Rhett, Charleston, S. C.; A. B. Farquhar, York, Pa.; John H. Fahey, Boston, president of the Chamber; L. S. 
Gillette, Minneapolis, Minn.; J. H. Defrees, Chicago; John Joy Edson, Washington; Wm. H. Stevenson, Pitts- 


burgh; James R. MacCall, Providence, R. I. Top row: 


D. A. Skinner, Washington; Elliot H. Goodwin, secre- 


tary of the Chamber, Washington; H. L. Ferguson, Newport News, Va.; W. M. McCormick, Baltimore, Md.; A. I. 


Esberg, San Francisco, Cal.; 


R. T. Cunningham, Fairmont, W. Va.; Wm. Butterworth, Moline, Ill.; Frederic E. 


Boothby, Portland, Maine 


WASHINGTON, D. C., Feb. 14, 1916. 


ARDWARE retailers should whistle on their 
H way to work these days. 

The big men of the country, both in and out 
of public life, are showing a deep concern in the 
affairs of the small merchant. This is most encour- 
aging and cannot fail to produce results of the 
greatest value. It reflects the dependence of the big 
producer upon the comparatively small distributer 
and it serves to remind us that our national legisla- 
tors hold their commissions by the grace of the 
millions of small business men rather than by the 
favor of the few thousand big ones. 


Congress on the Trail of the Trading Stamp 


Congress has taken up the problem of killing off 
the trading stamp. This means not only the pesky 
little green squares that foolish housewives paste 
into books in the expectation that if they live to be 
eighty or ninety years old they will have enough to 
buy a talking machine, but also every form of “profit 
sharing certificate,” coupon, band, tag, et cetera, 
et cetera, that has ever been devised by the ingenuity 
of the gift-enterprise experts. 

Representative Austin of Tennessee has intro- 
duced in the House a bill which has been referred 
to the Ways and Means Committee, designed to do 
one of two things, either to drive the trading stamp 
and gift coupon out of existence or compel the peo- 
ple who give them away to pay a generous part of 
the extraordinary taxes now being devised to meet 
the extra cost of the Administration’s national de- 
fense program. The first section of Mr. Austin’s 
bill provides as follows: 

“Be it enacted that there shall be levied, collected 





and paid by adhesive stamps a tax of 2 cents for 
and upon every coupon, prize ticket or other device 
attached to, packed in or with, or forming a part of 
or encircling or given with or accompanying any 
sale of any and all goods, merchandise and wares 
of any and every kind and character whatsoever 
manufactured or sold to the trade, or any stamped 
packages or receptacle, if any such coupon, prize 
ticket or other device contains any direct or in- 
direct promise or proposition or offer to make re- 
demption or payment in cash therefor, or for any 
number of same, or to exchange property therefor, 
or for any number of same, whether such redemp- 
tion, payment or exchange is made or is to be made 
by a manufacturer of or a dealer in such manufac- 
tured goods, merchandise or wares, or any other 
person, firm or corporation.” 


Concerns Issuing Stamps to Pay Tax 


This section, it will be noted, imposes a tax upon 
certificates, coupons, etc., when given away. In 
order that the proposed law may not be evaded and 
for the special purpose of forcing the trading stamp 
and other gift enterprise concerns, which issue the 
stamps and coupons, to pay a part of the tax, Mr. 
Austin has drafted another section which reads as 
follows: 

“That on and after the first day of September, 
1916, there shall be levied, collected and paid by 
adhesive stamps a tax of 2 cents for and upon re- 
demption, payment, purchase or exchange of any 
coupon, prize ticket, tag, band or any other article, 
thing or part of an article or thing which before 
being offered for such redemption or purchase shall 
have been attached to, packed in or with, or formed 












































Ee SS Quam eS etre her. rahi aot sn Siags aEAy be: pe meet . 

































—y ee 









































60 


a part of or encircled or given with or accompanied 
any sale of any manufactured goods, merchandise 
or wares, or stamped package or receptacle thereof.” 

Under one or the other of these sections practi- 
cally every device serving the purpose of a trading 
stamp or redeemable coupon would be required to 
pay a tax of 2 cents into the Federal Treasury. Of 
course this impost would be prohibitory, so that if 
the law should be passed it would mean the death 
knell of this unwholesome system of “stimulating” 
trade. 


Good lawyers in Congress pronounce the Austin 


bill constitutional, for there is practically no limit 
to the power of the Government to impose taxes of 
this kind. Practically every constitutional objec- 
tion raised to State anti-trading stamp laws which 
have been invalidated is met in the Austin bill. 

It’s up to the retail merchants of the country who 
don’t believe in trading stamps to convince the 
Ways and Means Committee that the Austin bill 
should pass. Get busy! 


Annual Convention of the National Chamber of 
Commerce 


Washington has been crowded during the past 
week with thousands of alert, prosperous looking 
business men moving about briskly on spring heels. 
They are the delegates to the Fourth Annual Con- 
vention of the Chamber of Commerce of the United 
States of America, who come once a year to Wash- 
ington to discuss the general welfare of the country 
and to point out to Congress and the big executive 
departments what should be done in the interest of 
good business, honest business and big and little 
business. 

Little business has received more than its usual 
share of attention at this convention, but no topic 
discussed by the delegates has absorbed more time 
and thought than the question of the maintenance 
of re-sale prices. A special committee of the 
chamber appointed a year ago to consider this mat- 
ter has reported by a vote of seven to three in favor 
of legislation permitting manufacturers to fix the 
prices at which their gooods shall be sold. 


Big Majority for Price Maintenance 


Please observe the make-up of this committee. 
The seven members signing the majority report of 
the committee were: George M. Courts of Galveston, 
Tex., formerly president of the National Associa- 
tion of Stationers; James F. Finneran of Boston, 
president of the Woodward Drug Company; Henry 
B. Joy of Detroit, president of the Packard Motor 
Company; Paul H. Nystrom of New York, a retail- 
ing expert; F. H. Whitcher of Boston, president of 
the American Shoe Tip Company; Edward 8S. Rog- 
ers of Chicago, a lawyer and a copyright and trade- 
mark authority, and Professor Cherington. 

The three minority members were: Frank H. 
Armstrong of Chicago, a wholesale grocer, presi- 
dent of Reid, Murdock & Co.; Frederick H. Rike of 
Dayton, president of the Rike-Kumler Department 
Store and president of the Greater Dayton Associa- 
tion, and Percy S. Straus of New York, of R. H. 
Macy & Co., and president of the New York Retail 
Dry Goods Association. 

The National Chamber likes to do things on the 
basis of unanimous reports and as a concession to 
the three members of this committee who opposed 
the large majority the directors of the chamber 
have decided to submit the question to a referen- 
dum. This means that all the business organiza- 
tions throughout the country affiliated with the 
National Chamber, numbering many hundred, will 
immediately be called upon to vote on the subject 
on the basis of a carefully prepared statement giv- 
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ing the arguments and evidence for and against. 
This referendum is expected to shed a flood of light 
upon the entire question and to present for the first 
time in this interesting controversy a correct align- 
ment thereon of the business men of the country. 


Wizard Edison on Price Maintenance 


Both the majority and minority sections of the 
committee submitted arguments in support of their 
conclusions. The majority report is a remarkable 
presentation of the case that will warm the cockles 
of the heart of every retailer in the land. In sup- 
port of its contentions it quotes some of the greatest — 
authorities who have ever discussed American busi- 
ness problems and it draws definite conclusions that 
are unanswerable. In discussing the right of a 
manufacturer to fix the price at which a patented or 
trademarked article may be sold and the interest of 
the jobber and retailer in the-maintenance of that 
price, the majority report quotes the great wizard, 
Thomas A. Edison, in part as follows: 

“When the inventor approaches jobbers and deal- 
ers, he is told that if he wants them to sell his goods 
he must not only protect the price; he must set a 
price which will afford a profit consistent with the 
labor required to introduce and sell new things; 
since they (the jobbers and dealers) must invest in 
something the demand for which is unknown, and 
which, in any event, it will take a long time to create 
a large demand for, because the public must be edu- 
cated to its advantage; besides, the sales will be 
comparatively small at first. If the inventor is not 
allowed to maintain the price at which the public 
is to obtain the invention, the jobbers and dealers 
wil not handle the goods. They prefer free goods 
and less risk. The inventor must be permitted to 
use these men as intermediaries, 1.e., as his sales- 
men; the sale to the public by the dealer should be 
considered the first sale by the patentee. 

“There is no danger of extortion. The inventor 
and his associates will not make the price to the 
public any higher than is necessary to afford such 
percentage of profit to the jobber and dealer as will 
prevent them from giving up the sale of the goods; 
just that amount of profit over free goods that will 
recompense the sellers for the risk and compara- 
tively small demand. Any higher prices will dim- 
inish the inventor’s sales. These price contracts 
should be enforceable by suit for infringement as 
now; otherwise, the Government is not carrying out 
in good faith its compact with the inventor or mak- 
ing the law practical.” 

The italics are the committee’s and give special 
point to Mr. Edison’s arguments, which in the com- 
mittee’s opinion apply not only to patented articles 
but to identified merchandise the manufacturers of 
which have spent real money in advertising to the 
public. 


Reasonable Prices an Incentive to Ambition 


“The fact,” says the committee, “that goods of 
this kind have had unquestioned public approval 
indicates clearly that for certain articles the great 
mass of the consuming public looks with favor upon 
this method of doing business. This method gives 
an incentive to ambition and the development of new 
products and assures to the public adequate protec- 
tion against extortion by either producer or dis- 
tributer.” 

Here the committee quotes this solid bit of wis- 
dom from the opinion of Justice Holmes of the 
United States Supreme Court, in the Miles-Park 
case. 

“I cannot believe that in the long run the public 
will profit by this court permitting knaves to cut 
reasonable prices for some ulterior purpose of their 
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own and thus to impair, if not destroy, the produc- 
tion and sale of articles which it is assumed to be 
desirable that the public should be able to get.” 


Conclusions of Majority Report 


In summarizing their conclusions the majority 
report states that the advantages of price mainte- 
nance are partly economic and partly social, as fol- 
lows: 

“1. A properly regulated system of price mainte- 
nance on identified merchandise made and sold 
under competitive conditions puts the emphasis in 
competition upon quality and service, while at the 
same time it provides for the public adequate pro- 
tection against extortion. 

“2. Price maintenance under these conditions pre- 
serves the social advantage of an adequate incentive 
to invent and devise new products. 

“3. Price maintenance under these conditions 
serves to prevent monopolistic control of production 
processes by powerful distributers. 

“4, Price maintenance under these conditions pre- 
serves the social advantages of such distribution 
conveniences as are represented by neighborhood 
stores and by small, but skillful merchants. In 
some trades, it is the sole guarantee of the preserva- 
tion of the accented system of distribution. For 
instance, it assures the preservation of book stores 
as individual enterprises. If the social value of 
such factors as these is less than their economic cost 
they are not worth preserving. But who is ready at 
this time to encourage their annihilation? It is 
noteworthy that the agitation in favor of restoring 
to producers the control] of re-sale prices originated 
with the small, independent retailers, and that most 
of the opposition to it comes from the large and 
powerful retail concerns. 

“5. The right of the producer to set re-sale prices 
is an accepted principle of business law. It has 
been restricted recently in this country by close 
decisions of the Supreme Court, none of which was 
decided on the basis of the general principle alone. 
The committee believes that in the long run the pub- 
lic interest will be best served by legislation spe- 
cifically permitting this method of doing business in 
identified articles made and sold under competitive 
conditions.” 

The three minority members of the committee 
signed a brief report in which they stated that they 
were “unable to approve of the principle of price 
maintenance as being in the public interest,” and in 
explanation of their position they contend that the 
“recommendation of the majority is directly con- 
trary to the conclusions of Federal and State courts 
on matters of principle, that the right to fix re-sale 
prices supposed to exist for a short time was never 
understood to exist except as an incident to pat- 
ents, and that anti-trust provisions in the constitu- 
tions and laws of twenty-nine States indicate a 
policy expressly inconsistent with the idea of 
maintenance of re-sale prices.” 


A Cold-Blooded Business Creed 


Just exactly what the minority members of the 
committee mean by this glittering generality is ren- 
dered much clearer by a frank statement submitted 
with the report which every retail merchant should 
paste in his hat in order that he may have it handy 
when next he gets into an argument with an oppo- 
nent of price maintenance. This statement dis- 
closes in all its unblushing nakedness the selfish at- 
titude of those who are fighting price-maintenance 
legislation and the ruthless policy that restricts the 
growth of the small business man and arbitrarily 
warns him, “Thus far shalt thou go and no farther.” 
We quote from the declaration of the minority of 
the committee the following gems: 
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“If, in competing with the large distributer the 
small merchant confines himself to that form of 
competition in which he properly can excel, he finds 
no difficulty in maintaining himself and prospering. 

“The small dealer cannot compete in price with 
the more highly developed large merchant just as 
the small manufacturer cannot compete with the 
large manufacturer. 

“He suffers in the field of competition only when 
he enters that part of the field in which he is essen- 
tially unfitted. 

“There is room for Marshall Field and there is 
room for the neighborhood notion store; there is 
room for Sears-Roebuck and the country store, but 
failure is bound to follow the attempt of either who 
invades the restricted field of the other.” 

How is that for a business creed? So long as the 
little fellow is content to remain little the big fellow 
will magnanimously allow him to live! There is 
room for the country store but only because the 
country store does not occupy much room. But 
don’t forget that there must be plenty of room for 
Sears-Roebuck because a great big philanthropic 
concern like that needs plenty of room in which 
to grow! 

Up to the Retail Merchants 


Now, gentlemen of the retail hardware trade, you 
have a campaign before you. The Chamber of 
Commerce of the United States is about to take a 
vote of all the subordinate Chambers of Commerce, 
Boards of Trade and other affiliated business organ- 
izations throughout the country on this great ques- 
tion of price maintenance. Every one of you can 


- influence to a greater or lesser extent the vote of one 


or more of these affiliated organizations. If you 
will take the time and trouble you can help to make 
the verdict almost unanimous. 


Philadelphia Men Banquet and 
Elect Officers 


At the last meeting of the Hardware Merchants’ 
& Manufacturers’ Association of Philadelphia 
the following officers and board of directors were 
elected : 

President, Fayette R. Plumb, Fayette R. Plumb, 
Inc., Frankford, Philadelphia. 

Vice-President, Robert J. Maharg, Seltzer-Klahr 
Hardware Company, Philadelphia, Pa. 

Secretary-treasurer, T. James Fernley, Philadel- 
phia, Pa. 

Board of directors: E. S. Jackson, Miller Lock 
Company, Philadelphia, Pa.; Thomas Devlin, Thos. 
Devlin Mfg. Company, Philadelphia, Pa.; Charles Z. 
Tryon, E. K. Tryon Company, Philadelphia, Pa.; 
Paul A. Griffith, Shields & Bro., Philadelphia, Pa.; 
Edward S. Knight, Supplee-Biddle Hardware Com- 
pany, Philadelphia, Pa.; John J. McCaffrey, Mc- 
Caffrey File Company, Philadelphia, Pa. 

The thirtieth annual banquet of the association 
was held Thursday evening, Jan. 27, and was a most 
successful affair, about 225 being in attendance. 





Business for New York Accessory 
Manufacturers and Jobbers 


To the Editor: 

As we are going to add a line of automobile 
accessories, we would be pleased to have the 
names of the most reliable jobbers or manufac- 
turers in New York City who sell the best goods 
at lowest prices. Yours truly, 

CHARLES A. WALKER, 
W. K. WINTERMUTE. 
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President Favors Tariff Commis- 
sion 


O canvass is necessary to obtain the 
views of business men regarding the 
proposition of President Wilson to 

establish a tariff commission. The announce- 
ment from the White House that the creation 
of such a commission is now favored is an 
illustration of the quick changes which are 
occasionally brought about by apparently 
irresistible developments. The formation of 
a tariff commission has long been favored by 
practically all business interests. Time and 
again has this method of handling the tariff 
question been advocated by those who are 
only academically interested in it, partly for 
the purpose of avoiding the general disturb- 
ance of business attending the revision of the 
schedules and partly in the hope of securing 
a much more scientific system of tariff duties 
than can be arrived at under the usual meth- 
od of procedure. The tariffs that have been 
made up to this time, with the exception of 
the act of 1884, have been the work primarily 
of the Ways and Means Committee of the 
House of Representatives, slightly assisted 
by men of experience in business methods, 
then overhauled, remodeled and sometimes 
completely transformed by the Finance Com- 
mittee of the Senate and afterward perhaps 
quite extensively revised by a conference 
committee of the two bodies. The result has 
been that our schedules of tariff duties have 
been a composite structure in which the vari- 
ous parts bore no correct adjustment to one 
another, but too frequently abounded in in- 
congruities and in provisions which wrought 
injustice either to manufacturers or to man- 
ufacturing consumers. 

Renewed efforts have been made in the 
past year or two to secure the adoption by 
Congress of a measure providing for a tariff 
commission. This has grown from the strong 
desire by business men, as well as by some 
practical politicians, to take the tariff out of 
politics if possible and place future revisions 
in the hands of men of expert knowledge and 
undoubted impartiality. The movement has 
latterly gathered seme momentum through 


the apparent necessity of providing for some 
measure of defense from accelerated exports 
by European belligerent countries after the 
war. It is quite acceptable to these people 
to find that President Wilson has changed his 
attitude from opposing a tariff commission 
and that in a letter sent to Representative 
Claude Kitchin, chairman of the Committee 
on Ways and Means, Jan. 24, followed by an- 
other letter Jan. 26, he admits that he has 
changed his mind “because all the circum- 
stances of the world have changed,” and now 
hopes that it will be possible for the Com- 
mittee on Ways and Means to take this ques- 
tion up with a view of formulating some pol- 
icy and action concerning it. It is true that 
President Wilson does not go so far as might 
be desired in this matter, but it is highly im- 
portant to know that he favors a commission, 
even if it is not to recommend a full revision 
of the tariff schedules but is to furnish in- 
formation to guide in legislative or executive 
action in tariff matters. Inasmuch, however, 
as he goes to considerable length in his let- 
ters to Mr. Kitchin to speak of the nature and 
causes of the advantages and disadvantages 
of American as compared with foreign pro- 
ducers “and the possibility of establishing 
new industries or of expanding industries 
already in existence through scientific and 
practical processes in such a manner as sub- 
stantially to promote the prosperity of the 
United States,” the possibility is apparent of 
the endowment of a tariff commission with 
greater powers than he at first contemplated. 
With regard to the danger of foreign man- 
ufacturers dumping their products in this 
country, he says that “ it is clear that as soon 
as we know the facts we ought to deal with 
unfair methods of competition as between 
our own nation and others.” 

It is interesting to note that Washington 
advices represent Chairman Kitchin as con- 
tending that the change among the majority 
leaders to the support of a tariff commission 
“is justified from an economic and political 
viewpoint by the demand of the country’s 
business that there should be a more scientific 
consideration of the tariff issue and that it 
should cease to be a football of politics.” The 
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business men of the country will hail with 
much satisfaction the bill which was intro- 
duced in the House of Representatives on 
Tuesday to establish such a commission as 
now appears to be favored by the President. 


Foresight vs. Hindsight 


N these days of feverish markets and ad- 
] vancing prices the future should be con- 
sidered along with the present. Manu- 
facturer, broker and merchant may ask any 
price whatsoever for their goods without 
transgressing moral or statutory laws, with 
perhaps a few exceptions. The wisdom or un- 
wisdom of business policy may markedly 
affect future trade after boom prosperity has 
receded. Buyers usually have long memories. 
For instance, approximately a score of 
years ago there was an occasion when a large 
manufacturer felt that he had been squeezed 
more than the circumstances justified. Years 
afterward when a man not originally a party 
to the transactions, but who later came to 
direct the annual selling of much over $100,- 
000,000 production, while adroitly endeavor- 
ing to placate the man who remembered and 
was seeking to let bygones be bygones was 
met with “Frank, nothing but a ‘financial 
apology’ will square it.” Otherwise the old 
grievance rankled, and restitution meant 
something having length, breadth and thick- 
ness, instead of hot air. 

Very recently two prominent manufac- 
turers were discussing output and consump- 
tion. One, thinking only of the present, re- 
marked that he was doing a tremendous 
trade with the Allies at a large profit. “But,” 
asked the other (a very astute, clear-headed, 
experienced official supervising the sales of 
a staple line reaching annually well into nine 
figures, with a daily capacity of nearly 8000 
tons), “aren’t you taking care of your do- 
mestic business also?” “Oh, no, that can go 
to Hades!” “But how about after the war?” 
“Oh!” with complacency, “we can buy it 
back”; in other words, cut prices to over- 
come old prejudices which often is a long, 
expensive, stern chase. That policy some- 
times succeeds at a reduction, other things 
being equal, but the other fellow gets the 
preference at the same price and equal 
service. 

A veteran manufacturer of edge tools, 
none larger in this line in the United States, 
very recently came East to protest to the 
head of a large corporation, making raw ma- 








terial, from which the manufacturer had 
been buying for thirty odd years, against cut- 
ting off his supplies unless at extravagant 
prices. Finally the president agreed to take 
on his customer at 25 per cent advance over 
former prices, which the customer agreed to 


and was glad to get. But within the hour 
and while he was actually making up the 
specifications he was told by telephone that 
it would be necessary to pay another 25 per 
cent advance, or say $45 against about $32 
per ton originally. 

The reverse of this policy is obvious from 
the following incident: A,salesman, on the 
staff of a corporation manufacturing raw 
material, called on a member of an old firm 
manufacturing edge tools in factories located 
in several different cities and said: “The 
board of directors of our company has told 
me to say to you that while we are obliged 
to make some advance, it will be moderate. 
and we are going to take care of your legit- 
imate wants through this crisis, despite the 
fact that we have $50,000,000 worth of war 
business at about 50 per cent advance. We 
realize that following this struggle we will 
want many just such good customer friends 
as you long have been to us.” 

Another house about seventy-five years 
old not long ago turned down $100,000 worth 
of business for a pocket article wanted for 
war use, at a good profit, in order to care 
for its regular trade. 

The head of the largest business of its 
kind (in no way related to the hardware or. 
metal trades), after much reflecticn, decided 
not to advance prices which have been uni- 
form for twenty years on goods made from 
material which originates in Europe, despite 
the constantly increasing scarcity of it from 
several countries. 

These actual occurrences can be multiplied 
indefinitely, but what has been said illus- 
trates the principle. With far-sighted man- 
agers there is no thought of being altruistic 
or paternal, thereby sacrificing welcome 
profits so that their customers may gain 
more. Rather they are pondering what is 
best for their own prosperity in the long run. 
and deprecate unwarranted advances because 
it doesn’t pay to thoughtlessly drive cus- 
tomers elsewhere or into taking on some- 
thing else “just as good.” Extreme prices 
stimulate wits looking for substitutes or 
adulterations, and the circumstances may not 
be forgotten after the occasion for them has 
passed. 
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“Midget” Electric Drill 


The Standard Electric Tool Com- 
pany, Cincinnati, Ohio, is now placing 
on the market the “Midget” electric 
drill. This tool is very light in weight, 

















“Midget” electric drill 


it is claimed, and made in three sizes. 
The 3/16-in. size weighs 6 lb., the %- 
in. size weighs 7 lb. and the 5/16-in. 
size weighs 8 lb. It operates on both 
alternating and -direct current. 

The armature runs in ball bearings 
which are incased in grease in dust- 
proof chambers and motors are im- 
pregnated in bakelite. The chuck 
spindle is fitted with thrust bearings. 
A quick make-and-break switch of 
the plunger type is located in the side 
handle, which places the drill under 
the operator’s control at.all times. 

This tool is designed and constructed 
on the unit plant, consisting of only 
five simple units. All _ electrical 
wires, connections and brush holders 
are contained in the frame. Both end 
caps can be taken off and the tool 
easily dismembered without disturb- 
ing any electrical connections whatso- 
ever. The company claims the gears 
are generated from special grade of 
steel, case hardened and incased in 
grease. 

Although this tool is very light in 
weight, the company claims that it is 
very rigid in its design and construc- 
tion and will stand the most rigorous 
continuous service. 


Caloric Electric Cook Stove 


The Caloric Company, Janesville, 
Wis., has recently put on the market 
the Caloric electric cook stove. There 
is a cord and socket attachment with 
each cook stove for attaching to any 
electric light fixture. Caloric elec- 
trics stand waist high and fit in a base 
as shown in the accompanying illus- 
tration. There is no bending or stoop- 
ing for the housewife. They can be 
easily moved, being equipped with 
castors. 
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In the Caloric electric all the heat 
is used in cooking the food—none of 
it is allowed to escape to heat the 
room. This makes it especially de- 
sirable in small apartments, though 
it is equally adapted to large kitchens. 
In the summer it offers relief from 
the terrific heat in the kitchen and is 
very easy to clean. 

It is thoroughly fireproof and the 
company claims that every detail of 
safety has been carried out to such 
a degree that the Caloric electric can 
be used safely under all conditions. 

All that is necessary for the cook 
or housewife to do is to place the 
raw food in the Caloric electric and 
turn on the current. 

The cooking compartments of this 
electric cook stove are made of seam- 
less pure aluminum drawn from one 
piece. The flanges and covers are 
handsomely polished. One of the dis- 
tinctive features of this stove is a 
specially constructed fastener on the 
cover which automatically takes up 
all wear and jams the cover down 
tight producing a steam-tight, air- 
tight compartment that will retain the 
heat. 

The stove illustrated has an 8-qt. 
seamless aluminum vessel and is fur- 
nished with the equipment as pic- 

















Caloric electric cook stove 


tured. The price complete, including 
a Caloric book of recipes, is $22.50. 
There is also made a 12-qt. compart- 
ment Caloric electric cook stove which 
retails for $26. 


THE IRONWOOD MFG. COMPANY, 
Bellefontaine, Ohio, has been incorpo- 
rated with a capital of $50,000 to 
manufacture agricultural implements. 
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“Helion” Two-Heat Electric 
Iron 


The Pittsburgh Electric Specialties 
Company, 927 French Street, Pitts- 
burgh, Pa., manufacture the “Helion” 
two-heat electric iron. 

















two-heat electric iron 


“Helion’”’ 


The “Helion” has a porcelain top 
and heavily nickeled shoe, nicely 
balanced, properly shaped and is al- 
ways bright and attractive, it is 
claimed. It has abundant heat all the 
time over the entire ironing surface, 
but the handle is always cool. 

The two-heat feature, the company 
claims, saves expense when ironing 
light garments. The heat is con- 
trolled by a push button switch on 
the iron always within reach. 

The “Helion” iron is guaranteed for 
five years. 


Salesmen’s Lamp Hand- 
books 


The Westinghouse Lamp Company, 
1261 Broadway, New York City, has 
put out a series of salesmen’s lamp 
handbooks entitled “The Story of Arti- 
ficial Illumination,” “The Lighting 
Dictionary,” “Modern Lighting Prac- 
tice” and “The Mazda C Lamp.” 

“The story of Artificial Illumina- 
tion,” goes back to the time when a 
burning log was the only means of 
artificial light, and brings the reader 
through sixteen pages of well illus- 
trated reading matter to the latest 
form of nitrogen filled Mazda lamps. 

The “Lighting Dictionary” is per- 
haps the most valuable of all and 
gives the meanings of more than 200 
electrical terms, and many valuable 
formulas. 

“Modern Lighting Methods” con- 
tains twenty-four pages, and describes 
and illustrates the different methods 
of efficient lighting and the last of the 
series describes at length the new 
Mazda nitrogen filled lamps. These 
books are part of the service which 
the Westinghouse Lamp Company fur- 
nishes to dealers. 











Circumstantial Evidence 


a.” the sunny State of Florida grows a peach tree, in 
the midst of a large, rambling garden. The peaches 
on the tree are exceptionally large and luscious. 

One morning the gardener came to the “big house” 
wearing a troubled face, and asked to speak to the mis- 
tress. 

“Well, Jim,” she said, as he approached her, “what’s 
wrong now?” 

“Ah’s goin’ ter die, Mis’ Jackson,” he said solemnly, 

“Ah got de call las’ night.” 

“What sort of nonsense is that?” 

“No, ma’am, ’tain’t no nonsense, hit ain’t,” said Jim. 
“Ah was standin’ under de big peach tree, kinder 
studyin’ ’bout de weather, when Ah done seen de angel 
Gabr’ul standin’ right up close ter me. ‘Jim,’ he say, 
‘Ah come fo’ yer, is yer ready?’ ‘No, sah,’ Ah says; ‘no, 
sah, Mister Gabr’ul, Ah sho ain’t ready!’ ‘Dat: don’ 
make no diff’runce,’ he say, ‘Ah come ter take yer wid 
me on dat li’l white cloud up dar.’ ‘Please, sah, le’ me 
stay a li’l while longer,’ Ah begs right hard. ‘Ah’s got 
ter git in dat ar’ crop er ’taters fo’ Mis’ Jackson, an’ 
Ah jes can’ leave ma ol’ ’oman dis soon. Please, sah, 
le’ me stay.’ ‘Wal, Jim,’ he say, sorter studyin’, ‘you 
allers been a right good nigger, Ah reckon Ah won’ take 
yer jes yet, but it’ll be right soon now.’ ” 

“That means you’ll live along time yet, Jim,” his 
mistress comforted him, “but you must be good and not 
touch those peaches. Are they all there this morning?” 

“Wal, ma’am, Mister Angel Gabr’ul, he was standin’ 
plum’ up by de tree, he was, an’ a right smart lot er 
dem peaches done gone, ma’am, yes, ma’am.”—Ez- 
change. 

Slighted 
667 DO wish,” observed Mildred, “that Santa Claus 
had brought me a new doll for Christmas.” 

“But your old doll,” her mother answered, “is as 
good as ever.” 

“So am I as good as ever,” the little girl retorted, 
“but the doctor brought you a new baby.”—Tit-Bits. 


Preparedness 


RUBBS—“Are you planning to make any good 
resolution?” 
Stubbs—“No, I am already pretty well stocked up in 
that way. You see, I never used those I made last 
year.”—Richmond Times-Dispatch. 


Natural Result 
RS. CRABSHAW—I learned to drive an auto 
while on my vacation. 
Crabshaw—What next? 
Mrs. Crabshaw.—You’re going to buy me a car, 
dear.—Judge. 


That Settled It 


éé _ you broke off the engagement?” said one 
young man. 
“Yes, not brutally, you know. But I managed it.” 
“How?” 
“Told her what my salary is.”—E-xchange. 


Accomplished 


UNTIE—“Well, Tommy, what have you learned in 
school to-day?” 
Tommy—“How to whisper without moving the lips.” 
—Chicago Herald. 
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His Own Petard 


ENKINS was always on the borrow for money, and 

his friends had begun to avoid him. 

One morning he tackled an acquaintance in the street 
before the latter had a chance to escape. 

“I say, old man,” began Jenkins, “I’m in a terrible 
fix. I want some money badly, and I haven’t the slight- 
est idea where on earth I’m going to get it from.” 

“Glad to hear it, my boy,” replied the other promptly, 
as he edged his way to the subway entrance. “I was 
afraid that you might have an idea you could borrow it 
from me.”—Exchange. 


Providential 


ONES—“Was the public dinner you went to a suc- 
cess?” 
White—“It was the best dinner I ever attended. 
Every speaker who was down for a speech on the pro- 
gram had tonsilitis—Exchange. 


Why, Stella! 


LLA—‘“He says that he is a self-made man.” 
Stella—“He may have done the construction work, 
but the plans and specifications were made by a mon- 
key.” —Exchange. 


Silence with Reservations 


¢éTTYOMMY, mother has letters to write. Won’t you 
‘ please be quiet?” 
“Yes, muvver, if you’ll give me my drum to play 
with.”—Exchange. 


Strange 


¢é¢T)OP, can we see sound?” 
“No, my son.” 
“And yet lots of things look like thunder, don’t they?” 
—Exchange. 
Happy Thought 
ISS ASKIT—“Does your husband smoke those 
cigars you gave him Christmas?” 


Mrs. Nuwed—“He smoked one and said he would keep 
the rest to remind him of my kindness.”—Missouri Mule. 


This Is a Mean One 


¢¢TN heaven,” said the sentimental maiden, “a man is 
never separated from his wife.” 
“TI beg your pardon,” interrupted the misogynist, “but 
I think you are getting mixed in your geography.”— 
Richmond Times-Dispatch. 


Obliging 


¢¢7T HOPE you are habitually truthful, Norah.” 
“I am on me own account, mum. I only tells 
lies to the callers for the family.”—-Boston Transcript. 


Contrast 


¢¢7T TOLD you not to make me take a bath, ma. Look 
how plain that hole in my stocking shows now.” 
—Judge. 
Struck Twice 


¢¢T\EAR Teacher: Kate couldn’t come to-day; she got 
wet in the a. m. and cold in the p.m. Mrs. G.” 
—Missouri Mule. 











SRA LE ERE EMR pH Se me er ee ae 








PUBLICITY FOR THE RETAILER 


January Stove Sale Ad—Seasonable Specials Well Presented—Getting 
Ready for Spring Gardening 
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zr 1 ASHING STOVE SALE 2.722 


We have just received a car load of 
ieee Ge. mowr § HIGH GRADE WILSON WOOD AND COAL HEATERS } = =. ooh Gany, 
_ Bought at 1-2 Price and less, account of being slightly damaged 
to give our patrons the 
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PHONE 234 





High Grade advantage of our oe perenae These stoves 
Pa have beer = ard 
at less than ly damoged by 
Manufacturers’ 9 water but are in 
Cost Hot Blast good condition. 
Coal Heaters 
Like cut, aickel 
y cas ad Oa y 
rails. Wellsville 
Sale for ee Ses Pete ha: Sale for 
Wednesday, $3.95.-$7.98 Wednesday, 
| Thursday, Air Tight senor Genuine Wilson Air ; © Thursday, 
Friday, Wood Heaters ; |} Tight Wood Heaters ; Friday, 
Saturday, Cast swing cover, full lined. — be oe } Down Draft Saturday, 
2 styles, former $5 0a ' 
ans BR BO; Sh. tt Se eee i igeao t j $600Vae = $295 | | Dec., 29,30, 31, 
January Ist. $2.45 and $2.95 $6.95 $1050 Value $5.95 January 1st. 
The coldest part of the winter is Save ONE-HALF on a High 
ahead of us but even if you don’t Grade Heater. 
needa stove before next winter 7 Now is the time to geta STOVE 
you cannot afford to miss this. dbdemeLb ULLAL LS BARGAIN 








No. 1—A layout in keeping with the importance of the information 


Announcing an Important Event 


No. 1 (half-page ad). The Newman Hardware & 
Stove Company of Columbia, Mo., sent us this stove 
sale announcement. The layout is strong—it bangs 
out the facts so loudly that even the cursory reader 
sits up and takes notice. The arrows are used very 
effectively and the panels make reading easy. The 
heading is good—it conveys the thought of impor- 
tant reductions briefly and with power. The open- 
ing talk offers a most logical reason for the sale, 
and this reason, happily, does not reflect on value 
or quality. The three stoves are placed just where 
the eye hits them easiest, and the accompanying 
text is terse enough to enable the reader to sense 
the import of the sale at not much more than a 
glance. We think, however, that an error was made 
in not illustrating the Ender’s coal heater. The 
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panels at the sides of the illustrations reiterate the 
advantages of buying at this sale, and the thought 
at the bottom of the ad on the left is an excellent 
sales stimulator. The Newman people used their 
firm signature cut, which identifies the announce- 
ment at once. 


Here’s First-Rate Selling Talk 


No. 2 (2 cols. x 10 in.). This ad comes to us 
from Edwin H. Hallett of E. J. Hallett, Pontiac, 
Mich. Mr. Hallett writes us in connection with the 
ad, and incidentally has this to say: “Your com- 
ments encourage me to try and excel much farther 
along the line of advertising.” We assure Mr. Hal- 
lett that his words are appreciated. Mr. Hallett 
has just taken the firm’s publicity under his wing, 
so to speak, and judging by his efforts thus far 
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This Cold 
Weather 


certainly puts “pép’ into one, doesn’t 
it? It has also put “pep” into the 
sale of our skates. Have you bought 
your pair yet? If not, HALLETT’S 
have them. We prepared ourselves 
this year to meet the demand for ALL 
SIZES and STYLES. The prices range 
from 50c to $5.00. 








Does this cold weather with its biting, 
howling wind affect your eyes” We 
don't profess to be eye specialists, but 
we can protect your eyes from that 
wind by selling youa pair of our AL- 
BEY’ EYE PROTECTORS. The price 
is $1.00, complete with leatherette case. 








Soe the Dep ndebio cent Geb iron Cheal Contoorahen Racge, Let your next Stove be a combina- 
7 tion range-—BUT BE SURE it is one 
of our ROUND OAK THREE FUEL 
RANGES—otherwise why buy one— 
Yor the ROUND OAK is really about 
the only combination range on the 
market for SERVICE, ECONOMY 
and DURABILITY. Let us give you 
a demonstration. 








“Hello Boys” 


—how goes ERECTOR? 


trying for that prize contest? It 


Are you 
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Can we help-you any? We are at 
your service with a complete stock 


of Erector-Sets and all extta parts 
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—motors, transformers, reverse rE 
bases, etc. Remember ae 
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Hailett’s is 


Is the All Year Round 
Erector Store 





Buy a box of Assorted Screws. 


All kinds and sizes, 200 15¢ 


i i BE, Bias ct. comados 


3 ‘-. 
Percolators 
—the best way to 
get the real flav- 


or from the cof- 
ISN’T ANY fifee. We have 
them in all styles 
—$2.00 to $6.00. 








You will be 
sorry if you buy 
a Gas Stove be- 
fore seeing our 


“BEST'S” 
Double Action 


“THERE REALLY 
BETTER PLACE.” 

















No. 2—Advertising text that pulls the dollars 


the Hallett establishment is going to be intelligently 
and effectively advertised. We recommend a thor- 
ough perusal of this particular Hallett ad—the text 
is surcharged with that snap and sparkle that has 
made advertising a real competitor of the reading 
columns. Note the top panel serving the double 
purpose of an interesting opening talk and a drive 
on skates. Do you see also how Mr. Hallett, in the 
eye protector panel, has taken advantage of prevail- 
ing weather conditions to advance a selling thought? 
And now run your eye down to the Erector panel 
and note how it ties up to current Erector national 
publicity. The percolator panel talks flavor—the 
real percolator selling argument. The ad is not 
merely a collection of words, but a carefully worked 
out presentation of ideas that sell. Mr. Hallett is 
not only announcing articles for sale, but is sup- 
plying good reasons for buying, which is a long way 
of saying effective advertising. The one thing in 
this ad which jars on us a bit is the store slogan. 
It’s weak. We don’t criticise it because it is too 
modest in statement—free from the taint of exag- 
geration. Very often force may be combined with 
modesty of statement. We don’t like it because it 
has no punch or sting to it—it doesn’t sink in. A 
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Haucke’s Specials! 


BOYS’ AND MEN’S ICE 
SKATES 


That were damaged in our recent fire. 
Last Call Monday and Tuesday 


5c Per Pair 


Nickleplated Men's Skates—Clamp Toe 
and Heel 


24c Per Pair 

























Velocipedes 
Tricycles 





We have both steel-and rubber 
tire, in all sizes—$1.48 up. 





BOYS’ WAGONS AND SLEDS 


All-Steel Express Wagons....:....+6+« ,'-80c up 
Auto Wheel Coaster Wagons.......... $3.25 up 
Seid WANS COO. o. igecccrcscccecccces + »4 $2.50 
Boys’ Coaster Sleds....i. ...-seesses $1.00 up 
Children’s Sleds........... gtentinsbedes 3c up 








SNOW SHOVELS 
Both For Men and Boys. 


Galvanized Children’s Snow Shovels 


10c, 15c and 25c 
Men’s Sizes 


25e, 35c, 60c and 75c 


STOVES! 
STOVES! 


We are the stove headquarters. 








ee Our prices are always the lowest. 
oe 4 tk Bathroom Gas Heaters. ...69¢ up 
et Perfect Oil Heaters.......$2.48 
bi Gas Ranges........... $9.48 up 

: Oak Heaters............-.- $4.98 





Weather Strips for Your Doors and Windows 
lc Per Foot—Any width. 


The Geo. Haucke Co. 


331-333 W. Main St.—(Near Plum 8&t.) 








No. 3—Reminds you of seasonable specials 


store slogan must be like a mosquito’s bill—must 
get under the skin, and be remembered. “There 
really isn’t any better place” infers that Hallett’s 
is content to strike the average and stay there. 
And that’s not worth while remembering. A little 
thought, however, will bring forth a good, snappy 
slogan. For an example of how much snap may 
be put into a slogan, consider that of Hoff & Bro., 
Reading, Pa.—‘Save the difference.” That’s mak- 
ing three words say volumes without a suggestion 
of bombast or exaggeration. 
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Chrysanthemums 
and Carnations 





Something Specially Choice—all well-rooted; ready to plant. 
Od Gach ......5. 8/- dozen. 
ah: ULI SE er Tk 
and all Garden and Vegetable Seeds. = 





Rubber Garden Hose Unkink-. 
able and Crackproof .. 1/1 foot. 
2 inch Watershed Red . 1/ ft 
other Hose . 6d, 7d, 8d, 9d foot. 
also 3-8 and 4 inch Sprayer Hose 

4d per foot off for lengths. 


WATERING CANS, 
Galvanized Iron, strong, 3/3, 3/6, 
3/9, 4/6, 5/6 6/3. 
Painted Green Cans 1/9, 2/3, 
*2/6, 3/3, 3/6. 
Extra Roses for Watering Cans, 
6d, 7d, and 8d each. 











Good ‘Sprinklers, 1/6, 2/-, 2/6, 
3/-, 3/6, 4/6, 5/-, 6/6, 7/6. 
Hose Directors, 2/- 2/3 2/9 4/- 


Special Mowers, good cutters, 
20/-, 21/-. 
with ball bearings 
30/-, 31/- 


Extra close Gutters and ball 
hearings, 47/6,, 48/6. 








CULTIVATORS .... 3/-3/3,5/- :: HOE & RAKE.... 9d, 1/3, 3/3 
SYRINGES .... 2/3, 2/6, 2/9, 3/6, 4/6 :: GRASS EDGE CUTTERS 3/9 
HOES WITH HANDLES .... 1/9, 2/-, 2/3, 3/-. :: FORKS, SPADES 
and all GARDEN REQUIREMENTS direct from the Actual Makers. 


MURRAYS LTD., Parramatta 


HARDWARE & GENERAL MERCHANTS 
THE HOUSEHOLDERS HOME OF QUALITY, AND THE POULTRY 
SUPPLY HOUSE FOR THE DISTRICT. 


Where Over a Million Different Articles from the World's Makers 
are Stored. 











No. 4—A harbinger of spring 


Seasonable Specials Well Presented 


No. 3 (2 cols. x 12%4 in.). The Geo. Haucke Com- 
pany, Springfield, Ohio, sends us this ad and we 
pronounce it a first-rate business getter. It’s one 
of those briefly but forcefully worded reminder ads 
that spreads the selling suggestion over a diversity 
of articles. The layout is clean and readable, and 
the good cuts liven it up considerably. We would 
like to see two or three summing-up lines under the 
heading. This paragraph should be changed with 
each new ad. The illustration of the oil stove does 
not show up to best advantage here, inasmuch as it 
was a rather fine screen halftone for newspaper 
work. 


Coming—The Gardening Season 


No. 4 (2 cols. x 8in.). This ad, sent us by Mur- 
ray’s, Parramatta, New Zealand, forecasts the be- 
ginning of gardening activities. Garden hose, 
mowers and tools will be soon at the front of your 
publicity. This ad relies on price for its main 
appeal. Our suggestion would be to use more text 
and include a short opening paragraph pertinent to 
gardening and the advantage of having your equip- 
ment early and right. The layout is well handled— 
very neat and readable. 


Nashville Hardware Consolidation 


EITH, SIMMONS & CO., hardware and mill 
supplies, Nashville, Tenn., have purchased the 
business, good will, equipment, etc., of J. H. Fall & 
Co. of the same city. J. H. Fall has been the sole 
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proprietor of that house for many years, but he 
recently acquired partnership in the banking firm 
of Tucker, Anthony & Co., New York City, where 
he has been living for some time, so he concluded 
to close out his Nashville business. It was proba- 
bly the oldest hardware firm in the State, formerly 
conducted by Mr. Hall’s father, the business having 
been established in the early part of the nineteenth 
century, or about 1820. It has enjoyed a very 
profitable business through all of this period. The 
firm of Keith, Simmons & Co. began business in 
1899. Both Mr. Keith and Mr. Simmons had been 
partners in the firm of J. H. Fall & Co. up to that 
time when they sold out to J. H. Fall & Co., and 
started the present firm. The wholesale business 
will be done from the building occupied by J. H. 
Fall & Co., which is conveniently located for carry- 
ing on that character of trade. The purchase will 
make Keith, Simmons & Co. probably one of the 
largest hardware jobbing concerns in Tennessee, ex- 
pecting to do considerably over $1,000,000 per 
annum. 


New York Hardware Clerks 
Hold Annual Ball — 


HE Hardware Clerks Association of New York 

City recently held its first annual ball and re- 
ception in the Yorkville Casino, Eighty-sixth 
Street, New York City. There was a large at- 
tendance of retail hardware clerks, wholesalers and 
manufacturers and it was voted to be the most en- 
joyable social affair that the organization has held. 
There was a long dance program and refreshments 
were served. The two honorary members, J. M. 
Kohlmeier, 1011 Third Avenue, New: York City, and 
R. J. Atkinson, 1183 Broadway, Brooklyn, N. Y., 
representing respectively the Manhattan and Bronx 
Hardware Association and the Brooklyn Hardware 
Association, were present. 

This organization was founded a little over a year 
ago by a number of manufacturers’ representatives, 
wholesale dealers and clerks who were interested in 
furthering the welfare of the retail salesman. Meet- 
ings are held twice a month and usually some one 
well versed in hardware is secured as a speaker. 
Occasional smokers and entertainments are held. 
The organization is built on the idea that the more 
the clerk learns the more he earns and an organ- 
ization of this kind deserves the co-operation of 
everyone connected with the retail hardware busi- 
ness. The example could be profitably carried out 
in other cities. 





Hager Bros. Consider Publicity 
for the Retailer a Good Idea 


HARTSVILLE, TENN. 
To the Editor: 

We enjoy your reprints and comments on ad- 
vertisements. It is a good idea. The ad writer 
can gather some good information which he can 
apply with profit to his advertisements. We are 
sending under separate cover copy of our little 
paper, with one of our latest stove ads. If you 
can find the time we would be glad to have you 
criticise same, if you think it worthy of attention. 

Wishing you and your good journal success, 
we are, 

Very respectfully, 
HAGER BROS. 
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THE WAY TO MAKE A TEMPORARY 
CHIMNEY 


By A. F. MUELLER 
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Patterns for a 


HE sheet-metal worker is often called upon to 
erect temporary chimneys, usually in a great 
hurry, and the drawings herewith show a 

method of doing this work. Permanent chimneys 
are certainly more desirable, but cases of sickness, 
not wanting more chimneys in a house and other 
reasons make the temporary chimney a necessity. 
As a general thing they are connected to stoves in 
rooms on upper floors and at times are difficult to 
erect on account of the lack of suitable ladders. 
The chimney here presented has a good draft, is 
easily erected, easily cleaned and can be removed 
without any trouble or damage to the building. 
Each chimney is a problem differing from all other 
chimneys on account of different conditions and 
the sheet-metal worker must use his ingenuity to 
produce and erect an article that will be satis- 
factory. 

Fig. 1 is a general view of a chimney in an upper 
story in the gable end of the house and it will be 
noticed that it is made to extend several feet above 
the ridge of the roof. One of the upper sashes is 
removed from a window and is replaced with gal- 
vanized iron, through which the chimney passes. 
It is held in place by two sets of braces, attached to 
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temporary chimney 


draw bands, that are fastened to the house, keeping 
the chimney about six inches away from the 
shingles or other woodwork, as shown in Fig. 2. 
Fig. 2 is a part section of the interior of the 
room to show the connection of the stove with the 
chimney. The elbow F and the piece G are riveted 
together and G extends into the room from 2 to 6 
in. The horizontal pipe and the other elbow are 
riveted in one piece and there is a slip joint at D. 
When it is necessary to clean the chimney, and this 
kind needs cleaning frequently, the stove pipe is 
disconnected at D and then the accumulations can 
be removed from the elbow F from the inside of the 
room. This chimney being of only a single thick- 
ness and not having any dead air space, will sweat 
and a 1-in. hole is punched in the elbow F on its 
lower side to permit the condensation to escape. 
The vertical pipe on the stove is riveted in one 
piece and there is a slip joint at FE. At D and ZF 
loops are riveted and the pieces are wired together. 
In Fig 3 are the patterns for the galvanized iron 
sash which is made in two pieces, having a slip joint 
at the joint where the pipe passes through it, the 
pipe not being nearer than 6 in. to any woodwork. 
The circular openings are cut on the net lines and a 
section on A—B of Fig. 1 is shown in Fig. 5. The 
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allowances for the joints and flanges are lettered to position and the bolts drawn tight with a screw- 
correspond with similar allowances in Fig. 3. The driver. The braces are bent and twisted so that 


upper piece has a pocket to receive and overlap the they will fit the fascia of the cornice where 
lower piece and by this method no water can get they are fastened with two screws to each brace and 


into the room at this joint. The piece is shown by must not be nailed. When this has been done the 
an isometric drawing in Fig. 4 in which all the ladder is lowered and the workman descends from 
allowances are bent to their proper shapes. the building and repairs to the room where the 
Fig. 6 is an end view of the draw bands and the helper has preceded him with the short ladder. If 
braces made of bundle bands and shows.the method conditions are right the lower braces can be 
of attaching the braces, and the draw band or’ fastened from the inside of the room by reaching 
clamps should be made so that they will almost meet through the opening above the pipe. If these con- 
when they are drawn up tightly. ditions do not exist, then a brace or piece of wood 
In putting up this chimney and pipe the stops’. is placed under the pipe G and the lower part of 
of the window frame are taken out and the lower’ the galvanized iron sash is removed and the upper 
part of the galvanized iron sash is fastened in place part inserted to keep the pipe where it belongs in 
with screws through the flanges. The stove is set its proper position. About 214 ft. of the ladder is 
up and the pipe connected, including the piece F—G. passed through the opening below the pipe, being 
The workman now goes to the top of the house, held at the other end by the helper, and the work- 
carrying a small rope with him with which to hoist man goes out on the ladder and fastens the clamp 
the chimney and a short ladder. There is usually and the braces with screws to the casing of the 
a porch or a one-story part on the house that will window. The lower sash could also be removed 
give access to the higher part, by going up valleys and then the ladder will have a firm resting place 
and hips or from one height to the other by means _ on the window sill. 
of a short ladder. One end of the rope is then The upper part of the sash is removed and the 
dropped to the helper on the ground and the ladder lower part is put in place by fastening with a few 
is drawn up and hooked over the ridge. The chim- screws. The upper part is replaced, and then fast- 
ney is next drawn up, the rope being placed just ening the stops will complete the job. In removing 
above the center, and slipped over the elbow F. The the chimney the process is reversed, the screws 
helper sights to see that the chimney is plumb and being easily withdrawn without any damage having 


then the upper draw band is adjusted to its proper 


Coming Hardware Conventions 


MICHIGAN RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Grand Rapids, Feb. 15, 16, 17, 18, 1916. 
A. J. Scott, secretary, Marine City, Mich. 

MISSOURI RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Louis, Feb. 15, 16, 17, 18, 1916. 
F. X. Becherer, secretary, 5136 North Broadway, 
St. Louis, Mo. 

NEW YORK STATE RETAIL HARDWARE ASSOCIATION 
CONVENTION, Buffalo, Feb. 15, 16, 17, 18, 1916. 
John B. Foley, secretary, Syracuse, N. Y. 

NorRTH DAKOTA RETAIL HARDWARE ASSOCIATION 
CONVENTION AND EXPOSITION, Grand Forks, Feb. 
16, 17, 18, 1916. CC. N. Barnes, secretary, Grand 
Forks, N. D. 

MINNESOTA RETAIL HARDWARE ASSOCIATION CON- 
VENTION, St. Paul, Feb. 22, 23, 24, 25, 1916. H. O. 
Roberts, secretary, Minneapolis, Minn. 

OHIO HARDWARE ASSOCIATION CONVENTION, 
Cleveland, Feb. 22, 23, 24, 25, 1916. Headquarters 
at Hollenden Hotel. Exhibit in Central Armory. 
James B. Carson, secretary, Dayton, Ohio. 

CONNECTICUT HARDWARE ASSOCIATION CONVEN- 
TION, Hartford, Feb. 23, 24, 1916. Headquarters, 
Hotel Bond. Henry S. Hitchcock, secretary, Wood- 
bury, Conn. 

IowA RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND EXHIBIT, Des Moines, Feb. 29, March 1, 
2,3, 1916. A. R. Sale, secretary, Mason City, Iowa. 

CALIFORNIA STATE RETAIL HARDWARE ASSOCIA- 
TION CONVENTION, San Francisco, March 14, 15, 16, 
1916. L. R. Smith, secretary, Oakland, Cal. 

AMERICAN HARDWARE MANUFACTURERS’ ASSOCIA- 
TION CONVENTION, in conjunction with the South- 
ern Hardware Jobbers’ Asscciation, Birmingham, 
Ala., April 18, 19, 20, 21, 1916. F. D. Mitchell, 
secretary-treasurer, Woolworth Build:ng, New York. 

SOUTHERN HARDWARE JOBBERS’ ASSOCIATION CON- 
VENTION, in conjunction with the American Hard- 


been done to the woodwork. 


Birmingham, 
John Donnan, 


ware Manufacturers’ Association, 
Ala., April 18, 19, 20, 21, 1916. 
secretary-treasurer, Richmond, Va. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Little Rock, May 9, 10, 11, 1916. Grover 
T. Owens, secretary, Little Rock, Ark. 

AMERICAN IRON, STEEL & HEAVY HARDWARE 
ASSOCIATION CONVENTION, Pittsburgh, Pa., May 24, 
25, 26, 1916. Headquarters, the new William Penn 
Hotel. Arthur H. Chamberlain, secretary, Mar- 
bridge Building, New York. 


NEW ENGLAND HARDWARE DEALERS’ ASSOCIATION 
CONVENTION AND EXHIBITION, June 12, 13, 14, 15, 
1916. George A. Fiel, secretary, 176 Federal 
Street, Boston, Mass. 

NATIONAL RETAIL HARDWARE ASSOCIATION CON- 
VENTION, Boston, June 13, 14, 15, 1916. M. L. 
Corey, secretary, Argos, Ind. 


Foster-Mead Hardware Company 
to Change Name 


HE Foster-Mead Hardware Company, Hunting- 

ton, W. Va., will change its name March 1 to 
the Foster-Thornburg Hardware Company. This 
change has been caused by the illness of Mr. Mead, 
who is now on the Pacific Coast and who for the 
past four or five years has been unable to take any 
active part in the management of the business be- 
cause of ill health. During Mr. Mead’s absence Mr. 
Thornburg was the active manager of the concern. 
The new officers of the company are B. W. Foster. 
president; C. P. Snow, vice-president; E. H. Thorn- 
burg, treasurer, and H. A. Lawrence, secretary. 
The business is strictly wholesale. 


THE SECURITY ADDING MACHINE COMPANY, St. Louis. 
Mo., has been incorporated with a capital stock of 
$50,000 by F. W. Quackenboss, Leo Rassieur, Jr., C. A. 
Marquis and William H. Meyer. 
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Trade Conditions and Iron, Steel and Hardware Prices 





At the meeting of the Pennsylvania and 
Atlantic Seaboard Association the feeling 
among the members as regards present con- 
ditions and the outlook for the hardware 
trade for 1916 were most optimistic. It was 
the unanimous opinion that this year in vol- 
ume of business, and probably in profits, 
would likely be the best year the hardware 
trade has ever known. 


There is some delay in deliveries of goods 
by the mills to the jobbers, and also some in 
deliveries from jobbers to retailers, but the 





MARKET SUMMARY FOR THE BUSY READER 


present volume of hardware business — is 
heavy, prices are satisfactory and promise 
to last for some length of time. 


Effective Monday, Feb. 14, the American 
Steel & Wire Company and all other makers 
of wire nails announced an advance in prices 
of $2 a ton, or 10c. per keg. 


In sympathy with the advance in prices 
of 10c. per keg in wire nails, makers of cut 
nails have also put up prices about 15c. per 
keg, which has already gone into effect. 











Office of HARDWARE AGE, 
Pittsburgh, Feb. 15, 1916. 


HE high prices ruling for finished iron and steel 
products of all kinds, do not have in the slightest 
degree the effect of diminishing demand in any way, 
but on the contrary seem to increase it. In the past 
two or three weeks, there have been very heavy orders 
for iron and steel products, notably plates, shapes and 
bars, placed with the mills for delivery in second half 
of 1916, and these heavy orders have put the large steel 
mills in the position that they have very little material 
to sell over the remainder of this year. The shipyards 
all over the country are pretty well filled up with boats 
over the next two years and this has resulted in a de- 
mand on the mills for plates, shapes and bars that has 
simply been without parallel. In some cases, plates have 
been sold in shipyards for specific work for delivery in 
the first quarter of 1917, on the basis of 2.10c. and as 
high as 2.25c. at mill. Present active conditions in the 
steel trade are without parallel, and the fact that the 
mills are practically sold up on all the product they can 
turn out this year, would seem to make certain that 
prices have not yet reached the crest, but are bound to 
be higher. Domestic consumers are fairly well covered, 
but there is a demand that always comes along whether 
business is good or bad, and there is bound to be further 
demands made on the mills by consumers who have not 
yet bought all the material they will need. 

Export orders continue to be a notable factor in the 
situation. Last week France bought 250,000 tons or 
more of shell steel, and on part of this order for.100,000 
tons, the price was 2.80c. at mill. The export demand 
for barb wire continues enormously heavy, and last 
week orders were placed in this country by the Allies 
for upwards of 200,000 tons for delivery in third and 
fourth quarter. The situation is so tense and prices 
offered by export buyers are often so much higher than 
those domestic consumers are paying, that in many 
cases the mills are giving preference to export buyers in 
booking orders for material, causing no little dissatis- 
faction. 

The only items in the whole list of iron and steel 
products that are lagging are pig iron and steel scrap. 
The new demand for these two materials for some time 
has been quiet, and with output going on so heavily, 
there has been a slight decline in prices on both these 
products. There are signs, however, that new demand 
for pig iron will soon broaden. In the East, the Lukens 
Iron & Steel Company at Coatesville, Pa., has just 
bought 77,500 tons of basic iron for delivery in last half 
of year at $19.50, delivered to their mills. It is also a 
fact that a very large amount of open-hearth steel 
capacity will come in the market by July 1, and this 
means a greatly increased consumption of pig iron. At 
the present time there are under way in this country 
new steel works and additions to present plants that 
will mean an increase in output of open-hearth steel in 
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this country of very close to 4,500,000 tons. At the 
same time there are only nine new blast furnaces being 
built in this country, and none of these will be ready 
for operation before next year. It is very likely, there- 
fore, that this country will be confronted late in the 
summer, or before, with a decided shortage in the 
supply of pig iron, and this may have the effect of 
putting up prices. There is also a decided shortage in 
the supply of ferromanganese, and several consumers 
lately paid as high as $250 a ton to get this material 
promptly. The railroads have been buying rails at a 
fairly active rate, the mills of the Steel Corporation 
having sold last week 25,000 tons, the largest single 
order being for the Minneapolis & St. Louis Railroad 
which took 7500 tons. The railroads are also in the 
market for about 25,000 cars, the Chicago & North- 
western having come out last week with inquiries for 
5000 to 6000 cars and 90 locomotives. All signs are 
that. steel mills and manufacturing plants in general 
will have all the work this year they can possibly turn 
out and the prices are going to be steadily higher. Many 
in the trade believe that prices have reached the danger 
point, but with the enormous demand being made on 
the mills, the natural result is that prices are almost 
certain to steadily advance. 

Last week the Pennsylvania & Atlantic Seaboard 
Hardware Association held a four days’ session in this 
city, over 300 delegates from outside places being pres- 
ent. The feeling among the members as regards pres- 
ent conditions and outlook for the hardware trade for 
1916 were most optimistic, and it was the unanimous 
opinion that this year in volume of business, and prob- 
ably in profits, would likely be the best year the hard- 
ware trade has ever known. The demand for goods is 
active, many jobbers and retailers of hardware have 
fairly large stocks bought some time ago when prices 
were much lower than they are now, and as these 
stocks are moving out freely to consumers, profits real- 
ized are very satisfactory. There is some delay in de- 
liveries of goods by the mills to the jobbers, and also 
some in deliveries from jobbers to retailers, but the 
present volume of hardware business is heavy, prices 
are satisfactory, and this condition promises to last for 
some months to come. Collections in the hardware 
trade are,reported to be satisfactory. 

WIRE NAILS.—Effective Monday, Feb. 14, the Ameri- 
can Steel & Wire Company, and all other makers of wire 
nails, announced an advance in prices of $2 a ton, or 
10c. per keg. This advance was generally anticipated 
by the trade, and is due to the enormous export and 
domestic demand, which is much beyond the capacity 
of the wire nail mills to supply. Local makers of wire 
nails have their output sold up over the next four or 
five months, and could probably very quickly sell their 
entire output of nails for the remainder of this year at 
present high prices if they cared to do so. Unless some- 
thing unexpected develops to prevent it, there is no 
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doubt but that prices of wire nails will go still higher. 
There is a shortage in the supply, and the mills are not 
able to furnish more than about half the amount of 
nails that customers want. We advance prices of wire 
nails 10c. per keg effective from Feb. 14, 1916. 


We quote on new orders, wire nails in large lots to jobbers, 
$2.30 base; in carload lots to retailers, $2.35 base; less than 
carload lots, $2.40 to $2.45; galvanized nails, 1 in. and longer, 

2.00 extra; shorter than 1 in., $2.50 extra. 

Cut NAILS.—In sympathy with the advance in prices 
of 10c. per keg in wire nails, makers of cut nails have 
also put up prices about 15c. per keg which has al- 
ready gone into effect. The demand is reported heavy, 
and cut nail mills have their output sold up over the 
next four or five months. 


We quote cut nails, $2.15 to $2.20 per keg in carloads and 
larger lots to jobbers ; carloads to retailers, $2.20 to $2.25 
f.o.b. Pittsburgh, terms sixty days or 2 per cent off for cash 
in ten days, freight added to point of delivery. 

BARB WIRE.—Effective Monday, Feb. 14, the expected 
advance of $2 per ton was made in prices of barb wire 
which are now at the highest level reached in some 
years. This advance was predicted in our report of last 
week. The mills are sold up on orders of barb wire for 
months ahead, and there is a very serious shortage in 
supply. It is said that recently manufacturers took 
orders for over 200,000 tons of barb wire for export 
shipment to the Allies, and for delivery in the third and 
fourth quarters of this year. Premiums of $5 a ton 
or more are being offered to makers of barb wire for 
shipment in four to six weeks, but in most cases these 
premiums are refused, as the mills cannot possibly take 
care of regular customers and meet the demand. Fur- 
ther advances in prices are expected before long. 

Plain annealed wire is $2.05; galvanized barb wire and 
fence staples, $3.05; painted barb wire, $2.35; all f.o.b. Pitts- 
burgh, with freight added to point of delivery, terms thirty 
days net, less 2 per cent off for cash in ten days. Prices on 
woven wire fencing are 63% per cent off in carload lots, 62% 
per cent on 1000-rod lots, and 61% per cent on small lots, 
f.o.b. Pittsburgh. 

TIN PLATE.—Makers of tin plate have actual orders 
on their books over the next four or five months, and all 
indications are that the volume of business in tin plate 
this year will be much the heaviest it has ever been in 
any one year. An export inquiry from the Far East is 
in the market for 360,000 boxes for delivery at the rate 
of 45,000 boxes per month, starting with next April and 
running up to December. None of the domestic mills 
can make this quick delivery, and if this large order 
should be placed in this country, it is not likely de- 
liveries could possibly be started before July, as the 
domestic mills are filled up so far ahead. Prices are 
very strong, and two mills are now quoting $4 per base 
box, minimum. On export orders from 25c. to 50c. per 
box is obtained over the domestic prices. 

We quote 14 x 20 coke plates at $3.75 to $4.00 per base 
box, and 200-lb. base, common ternes, 8-lb. coating, at $6.90 
to $7 per box. 

IRON AND STEEL Bars.—The new demand for both 
iron and steel bars is enormously heavy and prices are 
very strong and likely to be higher. Last week nearly 
800,000 tons of steel rounds for export were sold by 
American steel bar mills for delivery in third and fourth 
quarters of this year and of this business about 100,000 
tons were placed at 2.80c. at maker’s mill, an unusually 
high price. The absolute minimum price on steel bars 
is 2.10c. for delivery in six to eight months from date of 
order but for shipment in eight to twelve weeks all the 
way from 2.25c. and as high as 2.50c. at mill is paid. 


We quote steel bars at 2.10c. to 2.25c. for delivery at con- 
venience of the mill, 2.25c. to 2.40c.. for shipment in three to 
four weeks, and 2. 50c. to 2.75c. for delivery from warehouse. 
We quote refined iron bars at 2.20c. to 2. 30c., and railroad test 
bars, 2.40c. to 2.50c. f.0.b. maker’s mill. 


NUTS AND BoLts.—The export and domestic demand 
for nuts and bolts is as heavy as ever and very much 
beyond the capacity of makers to supply. Export ship- 
ments have again been cut off on account of the rail- 
road embargo. Discounts now in effect, but for forward 
delivery only, are as follows: 
rolled thread, 70 per cent off; cut 
Machine bolts with h.p. 
large, SF 


Machine bolts with c.p.c. and t. nuts, small, 65 an 
Bolt ends with h.p. nuts, 60 and 10; with c.p. 


Carriage bolts, small, 
thread, 65 and 10; large, 60 and 5. 


nuts, small, rolled thread, 70 and 5; cut thread, 70; 
and 10. 
5; large, 60. 
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Lag screws (cone or gim- 


60. Blank bolts, 60 and 10. 
let ies 70 and 10. Rough stud bolts, 50. Forged set 
screw and tap bolts, 35. H.p. sq. nuts, tapped or blank, $4 
off list; h.p. hex., $4.20 ; «p.c. and t. sq. nuts, tapped or 
blank, $3.75; c.p.c. and t. hex., $4.75. Semi-finished hex. nuts, 
75 and 10. Finished and case hardened nuts, 75. Rivets, 
7/16 in. diameter and smaller, 70 and 10. These prices are 
delivered in lots of 300 lb. or more where the actual freight 
rate does not exceed 20c. per 100 Ib. 


WROUGHT PipeE.—The new demand for wrought iron 
and steel pipe continues very heavy, the tonnage booked 
by the National Tube Company in January being the 
heaviest in any one month in its history and this is 
probably true of other pipe mills as well. Prices are 
very firm and an advance in iron and steel pipe is looked 
for in the very near future. The following are the job- 
bers’ carload discounts on the Pittsburgh basing card 
in effect from Jan. 20, 1916, on iron and steel black and 
galvanized pipe, all full weight: 





Butt Weld 

eel ron 
Inches Black Galv. Inches Black Galv. 
%, %& and %& 69 43% 8 eas 58 32 
Se EP eee 56% — BS Spe Terr 33 
eS eae 76 60% ON et iwi ge Bae a 63 43 
Ke a was Get dan 66 48 
Er 65 47 

Lap 2 ie 
PE eee oe 73 57% ye Yes 32 
, €or 75 59% ie 6. wnat mcd ako ® 61 43 
me Je Sarre 71 Se Peary ree oe 62 45 
Be Ge B66 « s o0'00 60%... ee Bas 6.c-0 ees 64 48 
soe 58 | fe er 48 
7 en ee sh wo kees 62 46 
Reamed and Drifted 

1 to fa SS » aes 74 58% 1 to 1%, butt.... 64 46 
Re cies eadeee + = 55% ag se dy be oe he . 

2 a 6, lap.. 7 57% SR ee 
% GBS 59 41 
ee ee ie 60 43 
2 Vy 4, Sk. <<s. ae 46 

Butt Weld, extra strong, plain ei . 

pe %and %&... 65 SN Sa ere ee 57 40 
nab appt eS 62 48 
a Lag > 74 61% a & 2: SReerr 66 50 
TS ee 75 62%, .| 2 and 2%...... 66 50 

Lap Weld, extra strong, plain ends 
ii tae eda we ete 71 56% 1M ..ceceeeeees 60 44 
SS rere 73 581% BS Reesor &- 63 46 
 @ | Sea 72 57% - > Raa re 65 49 
& & Seer 67 50% eee er a Sb oe 64 48 
DA lead as wees 62 45% 2 % Seer? 57 41 
2 Yo ope 36 

Butt Weld, double extra A tate plain ends 
EP ee ae se wa i “eS ere 52 37 
3 Oe a uch a bs 64 51% Fs ee . are 55 40 
Se er 66 53% S OE B56. ov aes 56 41 
Lap Weld, double extra strong, plain ends 

Vikhetie wesdows 62 BOM | B-seiccccvccssce BF 37 
Bee 00 6, cv ccser 64 51% | Bae: OP Gicc seas 55 42 
Cae Oe Manado vebe 63 50% | 4% to 6........ 53 40 
“Sy SPAPEECRES wee” a be Speecoree 46 30 


To the large jobbing trade an additional 5 per cent is 
allowed over the above discounts. 

The above discounts are subject to the usual variation in 
weight of 5 per cent. Prices for less than carloads are two 
(2) points lower basing (higher price) than the above dis- 
counts on black and three (3) points on galvanized. 


BOILER TUBES.—Discounts on less than carloads, f.o.b. 
Pittsburgh, freight to destination added, on lap-welded 
steel tubes, in effect from Jan. 14, 1916, and standard 
charcoal-iron tubes, effective from Jan. 20, 1916, are as 
follows: 


Lap Welded Steel | Standard Charcoal Fon 
t 


ER Oar er 43 OO Ee cock wietkeetek o 39 
oi > 2 pipes 55 . i Be rere a 42 to 43 

ick ca < etek: RSME -) . os aloes co cc 39 to 40 
34 and a — ere 58 | 2% and i. € r=" 46 to 47 
®  & 8 rrr 63 | 3 and 3% oe win - <5 ee 
3% to 4% (x eT Oe ree: 64 | 3% to 4% in........52 to 53 
is € BS Nera sss | ee ae és 0a ee 46 to 47 
- & | Rey Fe 54 


Locomotive and steamship special charcoal grades bring 
higher prices. 

1% in., over 18 ft., 
net extra. 

2 in. and larger, over 22 ft., 


and not exceeding 22 ft., 10 per cent 


10 per cent net extra. 


SHEETS.—New demand continues very heavy for blue 
annealed and electrical sheets, and on these two prod- 
ucts the mills are sold up for six months or longer. The 
new demand for Bessemer black and also for gal- 
vanized sheets is heavy and higher prices are looked 
for in the very near future. Shipments of sheets by the 
mills at present are the heaviest ever known in their 
history and yet they are absolutely unable to supply 
the heavy demand and make shipments as fast as cus- 
tomers want them. Makers’ prices for mill shipment 
on sheets, of U. S. standard gage, in carload and larger 
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lots, on which jobbers charge the usual advance for 
small lots from store, are as follows, f.o.b. Pittsburgh, 
terms 30 days net, or 2 per cent cash discount in 10 
days from date of invoice: 


Blue Annealed Sheets 
Cents per Ib. 


I I i i oe 2 aid aaa a eee 2.50 to 2.60 
CI i a a as 1s ik ligt. kk Wi an Os a 2.65 to 2.75 
pT Ep eS 6° aaa ee ere re ee 2.65 to 2.75 
oe rs as ae wing odd bE Olen 2.65 to 2.75 
A ee go 4 gtk td a bob ea ae el 2.75 to 2.85 
Box Annealed Sheets, Cold Rolled 
ee a Oe 6 0c kee beeci cease vehewewes 2.25 
ES ee ae oe a et i ea es eee ae oes 2.25 
ee ee 6 ta ne ea be efeae es Oa bh eet eu 2.30 
LS oe a be en be kb bw hde cee aes dhe 2.35 
Ne te A 6g ein ene oe ek Os Oe wee 2.40 
Se (ee ok ete daeakie we et eens ob eet 2.45 
ek Se, SE ss biG ak Os ob eae ae @ eee ban een 2.50 
| AS YE re rae ote ee ee eee WERT 2.55 
Me Me os ee ook sy 6 bi ee ease veda ias 2.60 
a a rg oie dia eo geil aims eee ek clue ai 2.65 
No. gy SE i MALY AE pe ges ae Pier eee BeeCeoseeasnseoeuves 2.75 


Galvanized Sheets of Black Sheet Gage 


pO Sa ee ee ey ee eae 3.75 to 4.00 
eS 2 a en's 86s oot 6 RES ewe eee 3.85 to 4.10 
Nos. oS eS ee eee ra ee 3.85 to 4.10 
Peas ee We Bs oo bb wewc osebecddbtxaucens 3.95 to 4.20 





a ee ARERR pen ee Oat em 4.10 to 4.35 
ees a Sas ee Ci eS ARE ca ae 4.30 to 4.55 
EAL ae SEE NG as kiero 0.668 we Hens a Che we ue 4.45 to 4: 70 
CM's Waa aw ys 6 ka cele he ea ae 4.60 to 4.85 
No. DP 6s Gio bau 6 Ohbeeeecvcedveleiacnuki 4.75 to 5.00 
OD 6 66-6 ba Se Cae Oe 6 es eke 4.90 to 5.15 


CORRUGATED ROOFING SHEETS BY WEIGHT 
Gages, cents per Ib. 


Painting: 29 25 to 28 19 to 24 12toi8 
See... GUE 6.3 -0s bos “én ae 0.15 0.10 0.05 
Gormeeee, SUUUERE cc ccceese cots 0.25 0.15 0.10 

Forming : 

, 2%, 3 and 5 in. corru- 

ES os ie i en are ee ae 0.05 0.05 0.05 0.05 
2, V-crimped without sticks 0.05 0.05 0.05 ide 
56 to 14 in, corrugated. 0.10 0.10 0.10 
3, V-crimped without sticks 0.10 0.10 10 
Pressed, standard seam, 

with cleats iia hob ee mate 15 0.15 
Plain roll roofing, with or 

without cleats .......... 0.15 0.15 0.15 
3/15 .in. crimped ....ccccee 0.20 0.20 0.20 
Weatherboard siding ......... 0.25 0.25 
See GE. “a cae hie ees ec 8662 0.25 0.25 
Rock face brick and stone 

GS ho ks ae nd oa hee om anek e-wk 0.25 0.25 
Roll and cap roofing with 

cap and cleats.......... 0.25 0.25 
Roofing valley, 12 in. and 

WY « dnc ch hn oh eae ab eh 0.25 0.25 
Ridge roll and flashing 

(plain or corrugated).... .... 0.65 0.65 0.65 





Office of HARDWARE AGE, 
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NQUIRIES for goods are increasing, and the indica- 
tions point to a good spring trade, some observers 
expressing the belief that there may even be a runaway 
market. Whether or not that happens it is plain that 
innumerable kinds of raw material are constantly ad- 
vancing, particularly metals; copper and brass being 
especially active. There are also feverish conditions in 
goods requiring the use of particular chemicals, es- 
pecially dyestuffs, which are becoming scarcer. 

Manila and sisal rope and some kinds of twines are 
very much higher, there being increases in many goods 
partly attributable to high ocean freights. For instance, 
British ship owners controlling by far the greatest deep 
sea tonnage of any nation are getting on an average 
about 1000 per cent more for freight on outward bound 
cargoes, and approximately 800 per cent more for in- 
bound merchandise than was normal in antebellum days. 
Late cable advices from London by Board of Trade ex- 
perts put some freights at even fifteen times normal 
rates. It must be remembered that the British Ad- 
miralty have commandeered about 35 per cent of Eng- 
lish merchant ship tonnage for war purposes, carrying 
troops and munitions, and about 15 per cent additional 
for the transport of foodstuffs, or a half of the United 
Kingdom’s entire vessel-carrying capacity. It is easy 
to see from these statements, coming from the highest 
authority, what the effect must be on ocean transporta- 
tion of raw material from foreign countries needed in 
the production of goods as to adequate quantity and 
freight costs. Before the war the total of commercial 
shipping was about 40,000,000 tons in all, of which since 
then 10,000,000 tons have been either withdrawn from 
commerce for war purposes or sunk. 

During the first few months of the war, merchandise 
came through at times in fairly good quantities from 
the Teuton empires, but some of the representative 
houses importing goods from Central Europe say little 
or nothing is getting by now. 

Hardware business in general lines is good, and 
would be even better were it not for the difficulty of 
getting raw material, both of domestic and foreign 
origin, not to mention the handicaps of higher wages, 
strikes, fires, explosions, etc. Leading makers of build- 
ers’ hardware in this territory, say that despite many 
vexations the goods charged in January this year ex- 
ceeded by a very liberal margin the totals for the same 
period a year ago. Also that the current month is 
running along at about the same rate of gain as Feb- 
ruary, 1915. It must not be overlooked, however, that 
January and February last year were not much to brag 
about. 

The indications so far point to a good healthy spring 
trade, aside from war supplies. Unfortunately there 


are no present prospects of an early end of the ter- 
rible struggle, during which there will probably be a 
large demand for many kinds of goods regardless of 
what happens when peace comes. Undoubtedly many 
manufacturers have made good profits, but after all 
some of these are subject to considerable shrinkage be- 
cause of higher producing costs which cannot always be 
guarded against. In one plant 35 employees were laid 
off in a single department, not because of any lack of 
orders, but through sheer inability to get necessary 
materials. 

Merchants during the past three or four months have 
manifested a more generous disposition in ordering for 
stock. Now with January past, inventories taken and 
computed and spring almost here, active preparations 
are being-made to handle what is expected to be a good 
business. 

There is some improvement in collections, and the 
older accounts are being gradually paid off. 


WIRE NAILS.—Effective from the close of business 
Feb. 11, the leading interest advanced wire nails $2 per 
ton, with a like advance on the other related wire 
products. Business locally has not fallen off notwith- 
standing that sales books do not show the totals they 
should. The orders are booked but the problem is to 
execute them. In one quarter a house has 12 cars on 
the way from a little over 100 miles to New York, but 
they are greatly overdue. In another case, a carload 
wanted for South America has been out over 30 days on 
a short haul. New demands for spring from dis- 
tributors is not very heavy just now, because many 
such orders have already been placed and out of store 
trade is lighter because of the conditions described. 

Wire nails, in store, are still $2.60, and carted by the job- 
ber, $2.65 base per keg 

CuT NAILS.—Some of the trade say they are about at 
the end of their imagination in offering excuses for non- 
delivery of goods ordered. Occasionally a few carloads 
for domestic business come through which help out. 
Export business has brightened up some, which includes 
an order for 3000 kegs on foreign account with ship- 
ping specifications against other orders previously 
placed. One dealer outside of New York has taken 200 
tons for spring trade, reserving one or two carloads 
for out of store business and distributing the rest 
otherwise in lots of 5 to 10 kegs. 

Cut nails, in store, are $2.60, and delivered within carting 
distance by the jobber, $2.65 base per keg. 

WINDOow GLASs.—The market is firm and there is no 
difficulty getting established prices, but it is a trouble 
to get stock. One New York house has had 5 carloads 
of glass on the way from a Pennsylvania factory for 
some weeks, but the road officials cannot even locate 
the cars, which are doubtless side-tracked somewhere. 
Demand is very good for this season of the year and 
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much better than customary, little being expected dur- 
ing midwinter. In one representative establishment, 
sales during January were 33 1/3 per cent greater than 
January, 1915. At a recent meeting of window glass 
manufacturers in Indianapolis the question of wages 
was considered. Notwithstanding that the work people 
signed up until the end of the fire to the close of May, 
there is considerable unrest. There is a feeling that if 
some concession to them is not made during this blast 
the employees may seek to even up next fall. 

The prevailing prices on window glass are, B single 
thick, first two brackets, 90 and 20 per cent. A single 
thick, first three brackets, 90 and 5 per cent. A and B, 
single thick, all sizes larger than the first three brack- 
ets, 89 and 5 per cent. A double thick, all sizes, 90 per 
cent. B double thick, all sizes, 90 and 10 per cent. AA 
quality, single thick, picture glass, is 80 and 20 per 
cent discount from jobbers’ lists. 


Rope.—There are no immediate prospects of an ad- 
vance in prices, we are advised, but manufacturers say 
that if hemp, both Manila and sisal, continue to ad- 
vance, there will be no alternative. Business is good 
with apprehensions as to producing ability to get suffi- 
cient rope with which to supply the trade in the near 
future. The tone is very firm and it is expected to re- 
main so. 

Manila rope, first grade from jobbers, is now 17c., second 
grade 16c. and hardware grade 14c. base per Ib. 


~~ rope, first grade, is 12c., and second grade 11%4c. base 
per 


CLEVELAND 


Office of HARDWARE AGE, 
Cleveland, Ohio, Feb. 14, 1916. 


ONDITIONS in the hardware trade continue very 
satisfactory. Jobbing houses are booking a good 
volume of business, and orders for summer and fall 
delivery are becoming quite plentiful. Although prices 
on many lines are high, retailers feel that quotations 
are not likely to be lower in the next few months, and 
as deliveries may be delayed, purchases are not being 
deferred and the orders for future delivery are being 
placed quite freely. The local retail trade which was 
rather quiet during January, although above normal, 
shows an improvement this month. There is a good 
demand for about all the staple lines and a heavy de- 
mand for mechanics’ tools. Builders’ hardware is 
moving fairly well. A great deal of building work is 
going on in this city, which has not been interfered 
with very much this winter by weather conditions. In 
seasonable goods retailers are getting a good early vol- 
ume of business in incubators and this line looks more 
promising than a year ago. 


Hardware Age 


Sisal, hay, hide and bale ropes, medium and coarse, first 
quality, is 12c. base per Ib. 
Sisal, tarred medium lath yarn, first quality, is 11%4c. base 


per Ib. 

LINSEED OIL.—While there are no indications of im- 
mediate advances apparent at present, the market itself 
is at least firmer and more stable than it was two or 
three weeks ago. 


Linseed oil, raw, city =e, card rates, is > ara at 
76c. in 5 or more bbl. and 77c. in less than 5-bbl. lot 

State and Western oil in carloads is 74 to 74 er "one in 
less than carload the range is ordinarily 74 to 75c. per gal. 
There is, however, some shading of carload prices in round 
lots of approximately lic. per gal. 

NAVAL STORES.—The trade in this line in the New 
York market is quiet. There has been some demand 
with perhaps a rather more favorable tone, jobbers pur- 
chasing in moderate volume while manufacturers mani- 
fest little concern. Receipts at Savannah and other 
primary points are light. Export business would be 
better if there were any way of adequately transporting 
the produdct over seas in worth-while quantities. 


Spirits of turpentine, in yard, ranges at 56% to 57c. per 
al. 


Rosins are dull and nominal. On the basis of 280 lb. per 
bbl., in yard, common to good strained, is $5.60, and D grade 


$5.70 per bbl. 

CASTERS.—Owing to the increased costs of material 
and the unsettled condition of the metal market effective 
this day all prices on the entire line of casters and 
products of the Universal Caster & Foundry Company, 
Newark, N. J., are hereby withdrawn. Prices will be 
quoted upon application for immediate shipment only. 





Conditions in the manufacturing lines continue satis- 
factory except that factories are handicapped some- 
what in getting deliveries on their steel and the heavy 
demand for men has caused a labor shortage. The 
pressure on the mills for the delivery of steel is heavier 
than ever and large mill orders for round lots are being 
placed, at slightly below warehouse prices. Warehouse 
prices are unchanged with the exception of shafting, 
which has been advanced to 20 per cent off. The mill 
price of hard steel bars has been further advanced to 
2.10c., Pittsburgh. The demand for bolts, nuts and 
rivets is heavy and prices are being firmly maintained. 
The demand on warehouses for sheets is not heavy, be- 
cause owing to the prevailing high prices, retailers are 
not stocked up but buying only as needed. We quote 
prices as follows: 


Black sheets, 2.60c. to 2.75c. for No. 28 in car load lots for 
mill ae ee 2.95c. from warehouse. Galvanized sheets 
No. 28, 4.75c. to 5c. from mill for car load lots; 5.25c. out of 
stock. Wire nails, 2.25c. for car load lots mill shipment ; 
2.50c. out of stock. Galvanized barb wire, 3.10c. for car load 
lots mill shipment; 3.35c. out of stock. Plain annealed wire 
a0 Ps 2.10c. mill shipments for car load lots; 2.40c. out of 
stock. 





Peace and the Stars 


NE way to live is to be acquiescent; the other, to 
fight back. If you seek quiet days and downy 
nights, few enemies and a host of good-natured com- 
rades—in short, if you put your own personal pleasure 
foremost—then choose the life of acquiescence. You 
have only to be as tolerant of your fellow man’s mis- 
deeds as of your own blunders; to look with imperturb- 
able complacence upon the evils and injustices which 
bring suffering. That is the feather-bed life. The 
other is a bed of nettles. It brings no calmness of spirit, 
no wreaths of flattery, no hail-fellow-well-met greet- 
ings from contented drifters. Anything but that. To 
meet life face to face, to strike blow for blow, breeds 
nothing (or seems at the moment to breed nothing) 
but enemies and worries. Worse still, one is misunder- 
stood, even by one’s friends. To steel oneself to fight 
when the rewards seem all for the acquiescent—that is 
the difficult task. But the right one sometimes. A poet, 
modestly concealed under the name of “Morrie,” sends 
up this “Invocation” from the columns of a New York 
newspaper: 


“God, make me bitter! Let me rage 
Against the cruelties of this age— 
Not gently would I bear my scars; 
I am not meek; I hate the bars 
That strive to keep me in my cage. 


“Some walk across this earthly stage 
In peace—and chains. . . . I fling my gage 
Of battle—I would see the stars— 
God, make me bitter! 


I would find peace in the printed page, 
And learn content from child and sage, 
And love from woman—but who wars 
Must clothe himself in the armor of Mars. 
Then, for the battles I must wage, 
God, make me bitter! 


Of course, bitterness against all life curdles its pos- 
sessor. But to cultivate bitterness against wrongs and 
oppression is one way to lessen the bitterness of life for 
others. And that is the surest means of seeing the stars 
yourself.—Collier’s. 
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“Why Should I 
Buy Stanley’s?” 


1.—Because the Stanley Works manufactures the wid- 
est and most varied Wrought Steel Hardware line 
on the market. It allows you to spread your Butt 
buying power, over many articles that you may use 
in smaller quantities. That means bigger profits. 


2.—because Stanley’s advertising and missionary work 
among architects, builders, contractors and _ car- 
penters has made Stanley’s the best known line among 
your customers. You add Stanley’s reputation to 
your own when you stock Stanley's products. — 


3.—because architects and builders specify Stanley’s. 
Some of your customers demand Stanley's. No mat- 
ter what other line you may carry you will have to 
stock Stanley's to hold that trade. Why not concen- 
trate your efforts on the easiest line to sell? 


4.—because from Stanley’s service you get more sell- 
ing helps than from any other manufacturer of 


Wrought Steel Hardware. 


5.—because Stanley’s products are the most salable. 
More Stanley Butts were sold last year than those of 
all the rest of the Butt manufacturers of the world. 
‘*Most salable” is another way of stating that Stanley's 
will yield you more profits than goods of any other 


make. 


6.—hbecause all leading jobbers carry Stanley’s. There 
is no dealer in this country who can not order Stan- 
ley’s Butts one day and have them the next. Stock 
Stanley’s and you can make quick turn overs and 


avoid mixing your stock. 


7.—because Stanley is the Quality Standard. The Stan- 
ley Works cannot afford to sell any other kind; 


neither can you. 





TRADE 


MARK 


‘J Will Buy Stanley’s” .“ 


¢ 
4 Please 
New Britain P 
Conn. of dated 19.... 


Che Stanley Works 


New Sort Chicago 





If you have 
not a 

STANLEY 
CATALOG 
fill this 
out and 
mailtoday 


Pg 


rg 


4 


The 

Stanley 
Works, 

New Britain, 
nn. 


o Gentlemen: 


send me the 


Stanley Works Catalog. 
We now have your catalog 
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NEW GOODS AND NOVELTIES 


Products Being Placed on the Market 
by Hardware Manufacturers 





“Lady Torrington” and 
“Puritan” Sweepers 


The National Sweeper Company, 
Torrington, Conn., has recently an- 
nounced the addition of two new mem- 

















Above, the “Puritan” vacuum sweeper. 
Below, the “Lady Torrington” 


bers to the Torrington line of carpet 
sweepers. 

The “Lady Torrington” is 3 in. 
longer than the regular Torrington 
vacuum sweeper, and is 1 in. lower. 
In addition it is claimed a better suc- 
tion is developed by this machine. By 
a special process the veneer is curved 
at the front and rear, which gives the 
case a stream-line effect. Another 
new feature is the removable carpet 
sweeper attachment. Although this 
machine is intended primarily to be 
run as a combination machine, the en- 
tire sweeper section can be removed 
if necessary by the loosening of a 
winged-screw fastening. The “Lady 
Torrington” has an adjustable brush, 
extended nozzle, steel and fiber driv- 
ing mechanism, and the tires are vul- 
canized on the wheels. The finish is 
polished mahogany. The retail price 
is $7.50. 

The other new machine, the “Puri- 
tan,” while it does not contain all the 
features of the “Lady Torrington,” 
was brought out to compete with low- 
priced sweepers, it is stated. It is low 
and powerful, and it is claimed that 
the position of the various parts 
makes it very easy to operate. 


Sign Writers’ Kit 


The Niagara Falls Metal Stamping 
Works, Niagara Falls, N. Y., has re- 
cently placed on the market a new 
sign writers’ kit that can be success- 
fully operated, the firm claims, with- 
out any previous knowledge of this 
art. 





This kit consists chiefly of 356 metal 
patterns, which are made in nine al- 
phabets of different sizes, with corre- 
sponding figures and characters for 
each alphabet. These alphabets are 
made in Roman style, in sizes of 1, 
1%, 2, 3, 4, 6, 8, 10 and 12 in. 

Each pattern has two small holes 
drilled in it. Two thumbtacks are 
placed in these holes to hold the pat- 
tern in position and the pattern is 
then traced with a pencil, and filled 
in with paint. The set includes a num- 
ber of excellent sign writers’ brushes 
and six small cans of the best sign 
writers’ paint of different colors. 

Included also is a number of special 
draftsman’s pencils for tracing around 
the patterns, and a good eraser. There 
is a finely graduated nickel-plated 
steel square, a putty knife for filling 
unavoidable holes or openings in board 
signs, a screwdriver, scratch awl and 
two steel wrenches. There is also a 
draftsman’s transparent celluloid line- 
o-graph, which shows angles of many 
different marked degrees and many 
varying curves. A chalk line is in- 
cluded, very strong but small and fine, 
and white and blue chalk with it. 

One of the most important features 
of this set, the concern points out, is 
that the patterns consist of a great 
number of lines, forms, curves and an- 
gles from which an immense amount 
of attractive designs can be made. 

The patterns are packed each alpha- 
bet by itself in a galvanized metal 
tray. The entire outfit is packed in a 
strong, well-made cabinet, finished in 
cherry and and with hinged cover, 
lock and key. , 


The Fordette Coaster 
Wagon 


The La Porte Mat & Mfg. Company, 
La Porte, Ind., has recently put on 
the market the Fordette combination 
coaster and wagon. 

This vehicle is 36 in. long and is 
built in the form of a buckboard. It 
has 8-in. wheels with %-in. rubber 
tires and it is strongly built through- 

















The Fordette coaster wagon 


out. A special rack is furnished for 
the handle, when the wagon is used 
as a coaster. Al] the metal work on 
this wagon is painted red and the 
name Fordette is done in the same 
color. 
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New Dazey Churns 


The Dazey Churn & Mfg. Company, 
St. Louis, Mo., has added two new 
sizes to its line of churns. The new 
sizes are of 1 and 2-gal. capacity and 




















New Dazey churn 


are designed especially, it is pointed 
out, to meet the requirements of the 
butter maker who has only a small 
amount of cream to churn. 

The receptacle and dasher are free 
of the frame, which makes it very 
convenient in cleaning and handling. 
It is claimed that butter can be made 
in from 3 to 8 min. and that the mech- 
anism can be removed from the churn 
and the butter washed in the recep- 
tacle, which eliminates much of the 
usual labor of working the butter. It 
is stated that the metal receptacle 
cannot absorb moisture and will stay 
sweet and clean. 


Smolensky Check Valve 


The Smolensky Mfg. Company, 
Cleveland, Ohio, has put on the market 
a 4-in. and 6-in. check valve with a 
flange connection. The company 
states that this valve is of simple con- 
struction and light weight and that 
because of this it is possible to obtain 
a low manufacturing cost and a high 
grade of efficiency. In this valve the 
seat is part of the top or casing. Sep- 
arate guides are also done away with 
and the valve itself is made in one 
piece. The valve is made in skeleton 
form and is hollow or cup-shaped with 
a closed bottom and ribbed openings 
on the side through which the fluid 
passes. The valve seat is a straight 
level while the seating edge of the 
valve is rounded, insuring a quick, 
accurate and tight closing under very 
slight pressure. 

The company states that in the cas- 
ing, economy is obtained by making it 
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No. 015 
R-W Rural 
Power 


Grindstone 


The Original Popular Priced 
Power Grindstone 


Your customers’ tools look to you 
for protection. You can assure them 
the right treatment, as far as the 
sharpening device is concerned by 
a’ 


R-W (Berea Grit) 
GRINDSTONES 


The stone itself is not only the best, 
but the frame is perfectly designed 
and manufactured, insuring strength, 
longevity and convenience in opera- 
tion. 

Sharpen your business friendship 

No. 400 R-W Victor on R-W Grindstones. 


Yichards Wilco 








» MANUFACTURING Co. 
'S|*AURORAILL USA.| 


Richards-Wilcox Canadian Co., Ltd., London, Ont. 
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BRANCHES 
New York, Chicago, Boston, Philadelphia, 
St. Louis; Minneapolis, San Francisco, 
Los Angeles 
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of one casting with no cross pieces 
such as are necessary in valves re- 
quiring guides for stems, etc. The 
small size valves, the company states, 
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Smolensky check valve 


are constructed of pure lake copper 
which is sometimes called valve metal 
or bronze. The intermediate sizes 
have an iron housing with valve seat 
of pure lake copper and the valve 
proper is made entirely of this metal. 

The very large sizes, such as a 24- 
in., have an iron housing and valve of 
the same metal, but have the valve 
seats of pure lake copper and a re- 
newable copper ring on ‘the seat end of 
the valve. 

The company claims that these 
valves will do efficient work at any 
angle even with the valve seat upward 
in vertical connections; that they will 
work well in a horizontal position and 
that no time is lost in the adjusting. 
It is clamed that these valves are self- 
cleaning and that a smooth surface is 
presented to the contents of the pipe. 


| Willson Eye Protectors 


T. A. Willson & Co., Reading, Pa., 
manufacturing opticians, have recent- 
ly put on the market a line of eye 
protectors made especially for shop 
use for molders, chippers, grinders, 
welders, furnacemen, etc. 

The company states that one of the 
most important features of this line 
is the presence of the Willson safety 
flange, a strip of metal extending 
for a full % in. over the back 
of the glass, which locks it securely 
into the frame. The glass itself, it is 
stated, is very tough and resists 
breakage to a marked degree. This 
safety flange is used to prevent the 
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One of the Willson eye protectors 


eye being injured by broken glass be- 
ing forced through. It offers resist- 
ance to any blow given the glass and 
tends to throw the pieces outward 
should the glass be broken. 


Comfort is insured by the Willson 
adjustable bridge, which takes the 
weight of the glass from the top of 
the nose and distributes it evenly and 
comfortably over the upper part of 
the cheeks and the sides of the nose. 
By means of this bridge the glass can 
be quickly and easily adjusted to fit 
any face. The frames fit closely, which 
prevents any flying particle from en- 
tering the eyes between the goggle 
and the face. 


Edwards 6-Lever Padlocks 


The O. M. Edwards Company, Syra- 
cuse, N. Y., has put on the market 
two new styles of six-lever padlocks. 
These locks are mounted on attractive 
display cards, and are made with six 
levers and twelve changes. While the 
keys of both models are similar they 
will not interchange with one another, 
on account of the different width of 
the bits. 

This lock is furnished in steel in 




















One of the new models of the Edwards 
6-lever padlocks 


the following finishes: Brass-plated, 
japanned, antique copper, and blue 
and green baked enamel. 


“Baby Geyser” Electric 
Washer 


The Capital Electric Company, 321 
North Sheldon Street, Chicago, II1., is 
manufacturing the “Baby Geyser” 
electric washer which is made es- 
pecially for the washing of babies’ 
clothes, but which will accommodate 
the entire washing of a small family, 
the company states. 

The company claims that the opera- 
tion of this machine for 12 minutes 
will wash the amount of clothes that 
can be held in it. 

The features of this washer, it is 
pointed out, are that there are no 
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moving parts exposed, and that a mo- 
tor and a two-blade propeller and a 
motor shaft is the only mechanism. A 
cylinder containing the clothes is re- 
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“Baby Geyser’ electric washer’ 


volved by the force of the water from 
the propeller. 

The “Baby Geyser” washer is com- 
pact and has a pleasing appearance. 
It is small but roomy. There is no 
waste space either inside or outside 
of it, the manufacturer claims. The 
inside of the tank and the metal cylin- 
der are both treated by a special 
process to make the cleaning of the 
washer an easy matter. 

The principle in washing with the 
“Baby Geyser” is that a powerful 
stream of hot suds is forced through 
the clothes instead of stirring and 
lifting the clothes in and out of quiet 
water. The motion is in one direction. 
The machine does not reverse. This, 
the company claims, is a great saving 
in the wear and tear of clothes. 


L. & G. Individual Enameled 
Tea or Coffee Pots 


The Lalance & Grosjean Mfg. 
Company, New York, has recently 
put on the market “L. & G.” indi- 
vidual enameled tea or coffee pots 
with enameled covers. They are 
made in white-and-white and brown- 
and-white only. 

These pots, the company states, are 
of the standard “L. & G.” quality and 
have been made with the view to sup- 
ply the demand for tea or coffee 
served to individuals and for those 
who require these beverages freshly 

















“L. & G.” individual enameled tea or 
coffee pots 


made. They can also be furnished 
with hinged covers instead of loose 
covers. 

These tea and coffee pots are made 
in half pints and one-pint sizes. 
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American Brand 
QUALITY SERVICE 


Screen Wire Cloth 





Lasts Longer — Looks Better 
also 
Copper, Bronze, 
Galvanoid Enameled, Painted, 
Bright Galvanized 


All Meshes and Widths 


American Wire Fabrics Co. 
Chicago, III. 


FACTORIES: 
Clinton, Iowa Mt. Wolf, Pa. Niles, Mich. 














Two Chains—two uses 
—QOne guarantee 


ELWELTRA Trace Chains 


are admittedly the leaders in their 
field, with no competition—and a few 
imitations. Our broad guarantee of 
quality and service, and our policy of 
co-operating with the dealer are the 
main factors in their success. 


EL-WEL-CO-TI 


is the best cow tie made, and like 
ELWELTRA it is without an equal. 
Our guarantee, and our policy of fur- 
nishing just what we claim—full size 
to gauge—have made these chains 
popular with the live dealers. 


Stock up on these two winners; you 
can’t go wrong, and, as President Wil- 
son says, you must be prepared. 

SOLD BY YOUR JOBBER 
MADE BY 


Standard Chain Company 
PITTSBURGH 




































New York Wire Cloth Co. 


233 Broadway, New York. Works: York, Pa. 


Successor to 
YORK WIRE CLOTH CoO., York, Pa. 
THE WIRE FABRIC CO., Homer, N. Y. . 
J. H. DeWITT’S SONS, Brooklyn, N. Y. 
HAMILTON WIRE CLOTH CoO., Hamilton, N. Y. 


Wire Screen Cloth 


Opal 
Heavy Zinc Coated 
White Satin Finish. 
Golden Bronze 


Pure Bronze Metal 
Bright (Golden) Finish- 


Egyptian Bronze 
Pure Bronze Metal 
Dark (Antique) Finish. 


Black Painted 
Genuine York Brand 
Black Enamel Finish, 














Look for OUR NAME on the 
hollow bungs within each roll 





lt Guarantees 


Best Quality Wire Cloth 








Before we place our stamp 
of approval on a roll of 
Screen Cloth, Hardware 
Cloth or Poultry Netting, 
every foot of the fabric 
must pass muster before 
the eyes and instruments 
of our skilled inspectors. 
We test for true gauge, for 
true mesh, for correct 
length and width and the 
absence of flaws in the 
weaving. That is why we 
can and do guarantee satis- 
faction. 


Ludlow-Saylor 
Wire Company 


General Oftice amd Factory 


St. Louis, Mo. 
Branch Offices: 20 East Jacksoe Bivd. Chicago. 
Mille Bidg., Ei Paso Texas. 
Box 604 Sak Lake City. Utah. 
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The “Perfection” Straw 
Spreader 


The Union Foundry & Machine 
Company, Ottawa, Kan., manufac- 
tures the “Perfection” straw spreader. 




















The “Perfection” straw spreader 


Through recent investigations by the 
United States Government it has been 
proved that a ton of straw, which is 
usually allowed to remain in stacks 


in the field or is burned, is worth’ 


$2.50 or more to the farmer who 


spreads it back on the land. The 


straw contains a large percentage of 
nitrogen and other soil foods. 

The “Perfection” straw spreader is 
designed to enable the farmer to re- 
turn this straw to the land in an easy 


and efficient way. It breaks and tears 


bright straw and distributes it in a 
swath 16 to 20 ft. wide. It will also 
take hold of old, long standing straw 
stacks that are compressed into hard 
chunks, wet stack bottoms or straw 
in any condition, and spread it evenly 
and at a proportionate depth, it is 
claimed. 

Another feature of this device, the 
company states, is that it can be made 
to spread manure without any special 
adjustment being made. In recent 
tests it has been made to spread 
manure in a swath 60 ft. wide. 

The “Perfection” straw spreader 
can be attached to any ordinary rack 
or header barge. 


Philadelphia Roller-Bearing 
Lawn Mowers 


The Philadelphia Lawn Mower Com- 
pany, Thirty-first and Chestnut 
streets, Philadelphia, Pa., has recently 
put on the market the “Independence” 
and “Overbrook” lawn mowers, which 
the company states are equipped with 
roller bearings. The former has a 

















At the left—Roller bearing complete. 
Right—Line contact of roller bearing 


9-in. wheel and 4 blades, and the latter 
an 8-in. wheel and 4 blades. 

The company calls special attention 
to the roller bearings used in these 
mowers. This bearing consists of a 
steel cylinder in which holes are bored 


in which the steel rollers are placed 
extending slightly beyond the surface. 
This is enclosed bya steel casing 
which comes in contact with the parts 
of the rollers, extending beyond the 
outer surface of the steel cylinder. 


Millers Falls Fret Saw 


The Millers Falls Company, Millers 
Falls, Mass., now manufactures the 
fret saw set No. 427. The unique 
feature of this set is a small table that 
is clamped on the work bench or ordi- 
nary table and provided with a V- 
shaped aperture. This auxiliary table 
supports the work close to the sawing 
point, and prevents, the company 
claims, the cracking or the splitting of 
delicate material. 

A burnished spring steel frame is 
provided, 12 in. deep, that has an 
enameled hardwood handle and that 
takes 5-in. saw blades. 

This set also includes, the company 
states, a dozen saw blades, an awl, a 
sheet of assorted fret-saw designs and 
a sheet of carbon paper for tracing 
the designs on wood. The outfit is 
adapted to all kinds of fret-saw work, 





























Millers Falls new fret saw 


it is claimed, down tothe most deti- 
cate, and will be found useful in cut- 
ting out picture puzzles. 


Keystone Reversible 
Ratchet 


The Keystone Mfg. Company, Buf- 
falo, N. Y., manufactures the Key- 
stone reversible ratchet combination 

















Keystone reversible ratchet 


No. M-200, which consists, the com- 
pany states, of four complete ratchets 
in one. It has a long and short feed 
for any style of Morse taper, square 
shank or flat drill. All parts are in- 
terchangeable and it takes but a min- 
ute, the company claims, to change to 
any style required. 

The No. 50-M will take.a bit stock 
drill and is fitted complete with an 
8%-in. handle. The bore of the socket 
for this ratchet is a No. 1 taper, tak- 
ing drills up to 19/32 in. The No. 
51-M, combination complete with 10 
in. handle, has a No. 2 taper taking 
drills up to 29/32 in. and it sells for 
$7.75. The No. 52-M, combination 
complete with 14 in. handle and No. 
53-M combination complete with 16 in. 
both have a No. 3 taper, taking drills 
up to 1% in. No. 52-M lists for $9 
and No. 53-M for $10. 
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The Underwood Safety 
Ladder 


The Underwood Safety Ladder Com- 
pany, Noblesville, Ind., has recently 
put on the market the Underwood 
safety ladder. 

The company calls special attention 









pre Sst 
STEEL 






1.114 \ 
wei0a 558 

















Underwood safety step ladder 


to the step plates, located at the end 
of each step between the step ends 
and the adjacent side bars. These 
plates are made of pressed steel and 
have double lugs or spurs which are 
inserted into holes bored 3/16 in. deep 
in the side bars to receive them. 
Formed upon the under side of the 
plate are two parallel flanges which 
are adapted to receive the ends of the 
step between them. These flanges 
stand horizontally when the ladder is 
in position to use. These plates are 
fastened to the side rail by %4-in. bolts 
with square heads on their outer ends. 

Turn-buckles - are connected with 
these bolts under each step and by 
tightening them the side bars are 
drawn tightly against the plate and 
the ends of the steps and the ladder 
structure made firm and rigid. By 
this arrangement any wear can be 
easily taken up. 

This company makes two styles of 
ladders. A mechanic’s ladder for 
painters, paper-hangers, etc., and a 
household ladder. 


“Diamond Edge” Hunter’s 
Axe 


A new style hunter’s axe has been 
presented to the trade by the Shap- 
leigh Hardware Company, St. Louis, 
Mo. This axe is said to be made of 
the highest grade special alloy steel, 
fully polished and stamped. 

The thin tapering bit is the new 
feature of this axe. This construc- 
tion gives a quick cutting edge and 
one that is easily sharpened—which 
is a very important feature in axes of 
this kind. 

















“Diamond Edge’ hunter’s aze 


This axe is handled with extra qual- 
ity hickory handle, which is waxed and 
labeled, making an attractive as well 
as serviceable article. 


THE EBLING-HEISS COMPANY, Ken- 
more, N. Y., has been incorporated 
with a capital stock of $20,000 by R. 
H. Heiss, E. C. and H. J. Ebling. 
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HELLER’S 


PIVOT DOOR CABINETS 





SEND FOR CATALOG No. 24 


showing the largest assortment of 
Hardware, Shelving, Fixtures, etc., in 


the United States. 


W. C. HELLER & CO. 


MONTPELIER . . OHIO 


“VICTOR” 


Coat and Hat Hooks 


ARE GOOD HOOKS 





Try the “Victor.” Packed one dozen in 
a box. Your sales will increase. 
Bright Wire Goods. 

Brass Screw and Cup Hooks. 
Hicks Belt Hooks. 


E. Jenckes Manufacturing Co. 
WORCESTER, MASSACHUSETTS 


SELLING AGENTS: 


JOHN H. GRAHAM & CO. 
113 Chambers Street New York City 


















The 


Cann Made only 
— ~ by Hunt, Helm, 


Ball Fig. 384 Ferris & Co. 


BARN DOOR HANGER 


The most widely sold Barn Door Hanger in America. Part 
of the most representative line of its kind in the world. 
Special designed steel ball wheels running on roller bear- 
ings. Hanger completely enclosed in a tubular track. 


STARY = ALINE 


Cannon Ball Track is furnished in three, four, six_and 
eight foot lengths—crated. Write for our new Door 
Hanger Catalogues, and prices and proposition. 


Hunt, Helm, Ferris & Co., 42 Hunt St., Harvard, IIl. 






















Competition forbids increas- 
ing profits by raising prices, 
but it doesn’t forbid increas- 
ing sales by selling a bet- 
ter line. More sales mean 
bigger profits—you give 
more and get more when 
you sell 








Made a little different— 
a little better than others, 
cost no more, sell easier and 
oftener. Our catalog shows 
a long line of profit makers 
—pumps of special design 
construction and _  adapta- 
bility. 
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“Handee” Automobile Rail 
Lock 
The Racine Handy Mfg. Company, 


Racine, Wis., manufactures’ the 
“Handee” automobile rail lock which 











Showing various uses of the “Handee” 
automobile rail lock 


the company claims can be used for 
many different purposes. 

By using it to clamp the automobile 
robe over the robe rail, it prevents the 
robe from being stolen while the owner 
is away from his car. It can be used 
to lock the car as shown in the ac- 
companying illustration. If it is 
necessary that a grip or suit-case 
should be left in the car while no one 
is around, this lock can be used to 
securely fasten the handle of the grip 
or suit-case to the robe rail. The 
lower right-hand corner of the illus- 
tration shows how the device may be 
used to securely fasten an overcoat in 
the car. 


“B-4-U” Automobile Clock 


The Eisenstadt Mfg. Company, St. 
Louis, Mo., has recently offered to the 
trade the “B-4-U” automobile clock for 


the Ford or Dodge automobile, which 
screws on the center of the steering 
wheel close to and squarely under the 
driver’s eye, where it is easiest to see 
and most convenient to wind. By the 
use of this clock, the company states, 
it is unnecessary for the driver to take 
his attention from the steering wheel 
to tell the time. At night a lighted 
cigar furnishes sufficient illumination 
to see the hands. 

The case and attachments of this 
clock are finished in handsome nickel 
and gunmetal finish in a strong and 
weather-tight case, the company 
states, with plain figures on the dial. 

The company claims that this clock 
can be attached in two minutes, by 
merely removing the nut on the center 
of the steering wheel of the Ford or 
Dodge car and screwing the clock in 
its place. 

The clock has an American move- 
ment that is guaranteed to be free 
from defects and to keep good time 
for one year from date of purchase. 
Because it is placed on the steering 
wheel it is subject to horizontal vibra- 
tion rather than vertical vibration, 

















“B-4-U” automobile clock 


which eliminates, the company claims, 
the danger of the clock pivots break- 
ing. 
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“Uniq” Running Boards 


The C. Spiro Mfg. Company, 68-72 
East One Hundred and Thirty-first 
Street, New York City, has put on the 
market the “Uniq” running board for 
Ford cars. 

These running boards, the company 























“Uniq”’ running boards. Upper cut shows 
corrugated rubber finish: center, linoleum, 
and lower, pyramided aluminum 


states, are made and finished in the 
same manner as the boards which the 
company makes for higher priced 
cars. They are built on a sound wood 
base, %-in. thick, which is thoroughly 
filled to prevent warping and swelling. 
They are covered with the best quality 
of cork-linoleum in tan or grey, with 
pure aluminum in pyramid finish or 
with corrugated rubber. Heavy alum- 
inum or brass binding is used on the 
edges and the whole is securely fas- 
tened together with screws. 

All the holes for fastening the board 
to the car are accurately drilled, it is 
pointed out, and all that is necessary 
in order to attach them, is to remove 
the old boards, put the new ones 1p 
place and tighten the nuts. The bolts 
furnished with these boards are fin- 
ished to match the board either in pol- 
ished nickel or burnished copper. 
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YO ACRES Devoted Solely to 


the Manufacture of Tires. 


That is the great story of Fisk 
progress in 17 years of square deal- 
ing and honest values! 


The Fisk plant is one of the most up-to- 
date tire factories in the world. Progress 
and Permanency are written there on 
every hand. 


This great business rests secure on the 
nation-wide demand and market for its 
goods, the result of the steadfast Fisk 
policy of always making tires just as good 
as they can be made and selling them at 
the lowest. price consistent with their high 
grade quality. 











Now is your opportunity to move into this 
ready-made market and share in this Fisk 
success. 











One hundred Branch Houses, scat- 
tered throughout the UnitedStates, 2} 
offer the opportunity forevery fF," 
dealer to do business direct with ff’ 

the Fisk Rubber Company of N.Y. in\ 


Tf interested, write at once 
to Dept. H for the Fisk 
Hardware Dealer Plan. 


THE FISK RUBBER COMPANY 


of N. Y. 
Chicopee Falls Massachusetts 
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“Presto” Specialties 


The Metal Specialties Mfg. Com- 
pany, Inc., 730-738 West Monroe 
Street, Chicago, Ill., manufacturers 
“Presto” automobile specialties. 


One of these is the “Presto” inspec- 
tion and trouble lamp. It has a 3-in. 
solid brass highly polished nickel- 
plated reflector, and is equipped with 
10-ft. of black cotton cord and an ad- 
justable hook hanger. The handle is 
finished in black enamel and the lamp 
socket is of the Edi-Swan type and 
the bulb is a tungsten type with Edi- 
Swan base. 


The “Bull Dog” dash lamp meas- 
ures from the dash to the bulb 2%-in., 
and weighs 2% oz. It is strong, 
' heavy, short, and built for service, it 
is pointed out. 


Another product of this company is 
the Presto cigar lighter for Ford cars 
which takes its power direct from the 
magneto. It is equipped with a lighter 
tip which is especially suited to the 
Ford magneto and is marked “Ford 
Special.” 

It is equipped with 10 ft. of silk 
cord which can easily be attached by 
leading the wires between the dash 
and foot board, connecting one termi- 
nal to the binding post on top of the 
magneto and the other one to any one 
of the screws which hold the cover on 
the gear case. 


The heating wire in the Presto cigar 
lighter tip is pure platinum, it is 
claimed. A _ nickel-plated holder is 
furnished with each cigar lighter 
which can be attached anywhere in 
the car. The cigar lighter case is 
made of polished wood with an ebony 
finish, and all metal parts are heavily 
nickel-plated. All that is necessary is 
to press the stem and the wire is 
heated to a red glow. 

This company also makes the 
“Presto” automatic cord winder. It 
is specially designed for use with all 
Presto cigar lighters and inspection 
lamps. It winds the cord automatically 
and effectively and adds much to the 
usefulness and effectiveness of cigar 
lighters and inspection lamps. 
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Upper left—Presto Automatic cord winder. 


Right—Presto 


cigar lighter for Fords. 


Lower left—Presto “Bull Dog” dash lamp. Right—Presto trouble lamp 


Manzel Engine-Driven Tire 
Pump 
The Manzel Brothers Company, 


Babcock Street, Buffalo, N. Y., has 
added to its line of engine-driven tire 
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STEEL PISTON RINGS 


WIDE BEARING, 
On CONNEC TING 


\ 
DROF FORGED CRANKSHAST 











Manzel engine-driven tire pump 


pumps a single-cylinder model. This 
new model, like all other pumps built 
by this company, is all metal. The 
cylinder, crank case and piston are 


made of fine gray iron, the connecting - 
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Three positions in which detachable shoe of Simplex geared jack may be used 


rod and crank shaft bearings are 
bronze and the piston rings of steel. 
The crank shaft is drop-forged. 


The cylinder has a bore of 1% in. 
and the piston stroke of 1% in. 


The air intake and outlet on this 
model are on the same principle as on 
the two-cylinder pump made by this 
company. The air is taken into the 
cylinder when the piston is at its low- 
est point through holes in the side 
wall. These holes allow just sufficient 
air to be in the cylinder and are 
automatically closed by the piston the 
moment it begins its upward stroke. 
This gives high efficiency, it is 
claimed, as all of the air must go out 
through the outlet valve. 

The pump is furnished with com- 
plete fittings ready for immediate in- 
stallation to the various cars. These 
fittings are designed so that the pump 
can be installed without doing ma- 
chine work of any kind, removing the 
radiator or altering the car. 

The pump is sold for $12, with fit- 
tings for all cars excepting the Buick, 
Overland, Dodge and Chevrolet. The 
models for these cars are sold for $10. 


“Simplex” Geared Jack 


A new automobile geared jack has 
been placed on the market by Tem- 
pleton, Kenly & Company, Ltd., Chi- 
cago, Ill., called the “Simplex” geared 
jack. 


The company states that every 
working part of the jack is alloy steel, 
and that the mechanism is extremely 
simple. The operating pawls engage 
a large gear on the shaft of which is 
the rack pinion which meshes into the 
rack. There are no small parts to be- 
come lost or broken. 


This jack is equipped with a drop 
forged, detachable shoe, which can be 
used in several positions and which 
gives the No. 45 “Simplex” four differ- 
ent lifting points. It is quickly ad- 
justed to any height of car, it is point- 
ed out, and gives the jack an immense 
field of usefulness. The capacity of 
the jack is 4000 lb., the lift is 8%-in. 
and the height of the lifting positions 
9, 10%, 11% and 13-in. The weight 
boxed with steel bar is 13 Ib. 
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Half-ton Station Wagon 
- Half-ton Open Express . 
x, One-ton Open Express . 
e One-ton Stake Body . . 
). 16-Passenger’Bus. . . 





- | Delivery Car 


1. *875 


$875 

850 
1200 
1250 
1400 


All Prices F. O. B. Detroit 





A Studebaker costs less 


The experience of the major- 
ity of retailers using Stude- 
baker Delivery Cars —and 
there are thousands of them 
in the country— has been that 
a Studebaker is easier on 
tires, shows a LOWER tire 
expense than any other com- 
mercial car of its weight. 


One California importer of 
coffees wrote: “I have run it 
about 10,000 miles and still 
have the same tires that came 
with the car.” Another says: 
“The speedometer now 
shows over 10,000 miles, and 
from the appearance of the 
tires. I feel confident that we 
will get at least 15,000 miles 
on all four tires.” 


Such unusual performances 
are not uncommon on Stude- 
baker cars —for tires last 
longer ona Studebaker. The 
tire expense is LOWER. And 


the reason is simply that 






Tires last longer 


knowing therretailer’sdelivery 
problems from having han- 
dled them for nearly 50 years, 
and having the experience of 
producing more than 221,000 
pleasure cars, Studebaker has 
been able to design a delivery 
car that is remarkable for its 
ECONOMY of operation. 


The exact balance of the 
chassis, its alignment, the 
careful distribution of weight 
and load, the liberal use of 
drop forgings to give MORE 
strength with less weight— 
all this has reduced the wear 
on tires toa minimum. And 
the LOW cost of tires on a 
Studebaker is typical of the 
economy that makes a Stude- 
baker cost less to run. 

Merchants everywhere are seeking 
ways and means to cut down de- 
livery costs. This Studebaker De- 
livery car isone way that has been 
tested and proved in hundreds of 


communities. See the Studebaker 
dealer or write us for the facts. 


STUDEBAKER 


South Bend, Ind. 


Detroit, Mich. 


Walkerville, Ont. 


Address all correspondence to Detroit 


' 
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Rugg Fan-Belt and Blow- 


out Patches 


The E. T. Rugg & Co., Newark, 
Ohio, have recently added to their 

















Rugg blow-out patch and fan belt for 
Fords 


products a full line of motor-fan belts 
and tire blow-out patches. 

One of the specialties to which the 
company calls attention is the No. 1 
chrome belt, which is doubled and 
stitched and is made of one piece of 
leather 1 in. wide. No. 2 is doubled 
and stitched, of chrome leather and 
web, 1 in. wide. Both of these are 
packed % doz. in a box. 

The Rugg tire blow-out patches are 
made of very good quality leather, 
with steel studs in the tread. They 
have reinforced lace holes and are 
fastened by stout leather lacings. 
They are made to fit tire sizes every 
% in. from 3 to 6 in. The smallest 
size is 7 x 7 in. and the largest size 
10 x 12 in. These small sizes are 
packed 1 doz. in a box and the large 
sizes % doz. in a box. 


“Challenge” Gasoline Gage 
for Ford Cars 


The Badger Craft 
Shops, Sheboygan, 
Wis., have _ recently 
placed on the market 
the “Challenge” gaso- 
line gage for Ford cars, 
which the company 
states will register the 
contents of the gasoline 
tank at all times and 
under all conditions. 

The “Challenge” fill- 
er cap gage is con- 
structed of steel, and contains a 
brass float, which is fitted to a spiral 
upright that turns the indicator on 
the dial as the gasoline is raised or 
lowered in the tank. The head, con- 
taining the etched brass dial and in- 
dicator, is threaded to fit any Ford 
tank. The head of this gage is 
equipped with two ears, which permit 
a good grip to be taken on it and 
makes it very easy to remove. 

The “Challenge” filler cap gage 
complete and ready to screw on to 
the tank retails for $1.25. 





Boyce Motometer 


The Motometer Company, Inc., 1790 
Broadway, New York City, manufac- 
tures the Boyce motometer, which is a 
small heat gage attached to the radia- 
tor cap of an automobile so that the 
temperature of the radiator can be 
seen while the driver handles the car. 

The reason why it is necessary to 
know this temperature, the company 
states, is because the water in the 
radiator is constantly circulating 
around the cylinder walls of the motor 
and the slightest change in the tem- 
perature denotes conditions that are 
of vital interest to the careful motor- 
ist. 

The use of this device enables the 
motorist to determine when his engine 
is at the proper heat, so that he can 
cut down the mixture fed to the en- 
gine, often effecting a saving as 
great as one-third of the fuel con- 
sumed. 

In addition to this, the company 
claims, it helps the driver in making 
carbureter adjustments, it shows 
whether he is using an inferior or 
wrong grade of oil, it tells the opera- 
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Boyce motometer 


tor when to put water in the radiator 
and gives an indication of practically 
every engine trouble. A complete 
description of the operation of this 
new device is given in a 16-page book- 
let put up by the Motometer Com- 
pany. 

This device can be attached by 
simply drilling the small hole in the 
center of any cap and inserting the 
stem of the instrument and tightening 
one nut. 

The motometer which we illustrate 
is the “Midget Model,” which is es- 
pecially designed to meet the demand 
of the small or light weight car. It 
combines accuracy and sturdiness of 
construction the company states. It 
is of nickel finish, with black dials. 
The price is $2.50. Other models of 
the motometer are $5 and $10. 


Hardware Age 


Victor Electric Spot Lamp 


The Victor Auto Parts Company, 
Cincinnati, Ohio, has recently intro- 
duced a new electric spot lamp which 
uses a 21-c.p. nitrogen bulb. 
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Victor electric spot lamp 


It is designed to be secured to the 
windshield or fore door of the car by 
means of a bracket with a universal 
joint that allows the beam of light to 
be instantly turned in any direction. 
The swivel joint is of such construc- 
tion, it is pointed out, that the fric- 
tion maintains the position of the 
light, but with sufficient flexibility so 
that it may be easily moved in any 
direction by means of a handle at the 
back of the lamp. 

The reflector, it is stated, is not .a 
true parabola, but is of a special shape 
and of extra high finish, which throws 
a long parallel] beam that lights the 
road for a great distance. 

This lamp is finished in all black 
except the door and hexagon nuts on 
the brackets, which are furnished in 
either brass or nickel finish. 


“Economy” Gasoline 
Improver 


The Inst Lighter Company, Colum- 
bus, Ohio, manufactures the “Econ- 
omy” gasoline improver which heats 
the gasoline before it reaches the cyl- 
inder and makes it a better fuel, the 
company states. 

By its use the heat from the outside 
of the exhaust pipe is conducted to the 


HOT EXHAUST PIPE FROM ENGINE? 

















_ GASOLINE PIPE PASSING THROUGH HEATED 
METALLIC PAD WARMS THE GASOLINE. 





“Economy” gasoline improver 


walls and interior of a cylindrical 
chamber through which the gasoline 
feed pipe runs. This chamber is filled 
with a soft metallic pad. The gaso- 
line feed pipe becomes warm from 
contact with the metallic pad and the 
gasoline passing through it is warmed 
also. 

The company states by warming the 
gasoline in this manner it not only 
makes it a better fuel, but it prevents 
the accumulation of carbon in the 
cylinders. 
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We don’t say that all good tire 
pumps are Bridgeport-made. You 
wouldn’t believe us if we did say it. 
But all Bridgeport Pumps are good 
ones. We claim it and we can prove 
it—with a guarantee that covers every 


possible objection. 


From ingot to finished product, 
Bridgeport Brass goes thru the pro- 


cess of evolution in our own plant. 
We keep out an eagle eye for flaws 
that would handicap your sales and 
your profits and finally your good 


name. 


Our booklet on tire pumps will shed 
some much needed light on the sub- 
ject. May we send you one? 


Bridgeport Brass Co. 


Bridgeport Connecticut 
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FOR GREATEST SATISFACTION USE 


Double Service 
Automobile Tires 


Guaranteed 7,000 Miles Service 


ABSOLUTELY PUNCTUREPROOF 


Double Service Tires are made double 
the thickness of the best standard make 
tires. 

this 100% greater wearing surface naturally gives 
that much more mileage and service. The average 
of 12 miles of tough fabric and 1 in. surface tread 
rubber makes these tires absolutely punctureproof. 

These tires excel all others for use in the country 
over rough and rugged roads as well as on hard 
pavements. They are as easy riding and resilient as 
any other pneumatic tire—the air space and pressure 
being the same. 

They are the most economical and “care free” tires 
made and are used where tires must be depended 
on and tire troubles cannot be tolerated. Many 
Double Service style tires are in use in the U. S. 
Government and European War service. 

Our output is limited to a certain amount, but 
for a short time we offer the following reduced 
special prices as an introductory offer: 


PRICES 
ires Tubes Tubes 
80x3 in....$ 8.00 2.30 36x4_ in....$17.45 $4.65 
80x3% in.... 10.85 3.10 35x4% in.... 21.20 5.60 
82x3% in.... 12.75 3.20 36x4% in.... 22.50 5.75 
83x4 in.... 15.75 4.20 87x4% in.... 23.60 6.20 
4 in.... 16.70 4.35 87x5 in.... 26.80 6.60 


All other sizes not included in above list also furni . 
Non-Skids at 10% additional. sa 

Terms: Payment with order at above special prices, a 10% 
discount allowed on orders for two or more tires. All per- 
sonal checks must be certified. 

ry tires now and be convinced of 

their very high qualities. Sold direct to the 
consumer only. 

Descriptive folder upon request. 

Write for it. 

Write for our Special Exclusive Agency 
Proposition. 


Double Service Tire & Rubber Co , Akron, O. 
Dept. 

































Samson-Tiger is an 
easy horn to sell be- 
cause it is the only 
shaft-driven hand horn 
on the market, and be- 
cause our advertising 
appropriation is spent 
with the dealer in the 
form of profit-making 
discounts and “dealer 
helps.”’ 


you, write us to- 
r our liberal deal- 
ers’ discount and sample 
horn at our expense, 


American Electric Co. 
State and 64th Streets 
CHICAGO 


Manufacturer of 
SAMSON HORNS 


"9 jobber cannot 
i) 










SAFETY 
alieyl 


SOUND 





Sharp Warning or— 
ff Long, Far Reaching 
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SPARTON Pai antng st 


THE SPARKS WITHINGTON CO, Jackson, Michigan 
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Shaft-driven, Auto- 
mobile, Hand Horn 
List Price..........°92 
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RUSSELLVILLE, KY.—McAtee-Beauchamp & Co. have 
sold their entire stock of hardware and implements to R. A. 
Wilson and Ciem Winn, who will continue the business under 
the name of Wilson & Winn. 


GARDNER, MASS.—Elmer W. Crouch has bought Frank 
H. Davis’ interest in the Davis Hardware Company. Mr. 
Crouch is now sole owner of the business, which will here- 
after be known as the Davis Hardware. 


NORTHBORO, MASS.—John W. Allen is the new owner 
of the Walter J. Bigelow store. 

ALMA, MICH.—Otto Sanderhoff and John W. Glass have 
consilidated their hardware stores under the firm name of 
Sanderhoff & Glass. 

HASTINGS, MIC’'H.—The Goodyear Bros. Hardware Com- 
pany has been incorporated with a capital stock of $20,000, 
to deal in baseball goods, bathroom fixtures, belting and pack- 
ing, bicycles, buggy whips, builders’ hardware, building paper, 
churns, cream separators,, cutlery, electrical household special- 
ties, fishing tackie, furnaces, galvanized and tin sheets, gaso- 
line engines, harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, kitchen housefurnish- 
ings, linoleums, lubricating oils, mechanics’ tools, oil cloth, 
paints, oils, varnishes and glass, plumbing department, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
Shelf hardware, silverware, sporting goods, tin shop, wagons 
and buggies and washing machines. 

ALTURA, MINN.—The Altura Hardware Company has 
succeeded Tews & Gatzlaff. 

CANBY, MINN.—Samuel Throndsen and Victor J. Lindahl 
have formed a partnership under the name of Throndsen & 
Lindahl. They will carry a stock of cream separators, gaso- 
line engines, heavy farm implements, lubricating oils and 
wagons and buggies. 

GLENWOOD, MINN.—An implement store has been 
opened by Gordon & Gondrud, who will carry a line of auto- 
mobile accessories, buggy whips, children’s vehicles, churns, 
cream separators, dairy supplies, gasoline engines, hammocks 
and tents, harness, heavy farm implements, lubricating oils, 
poultry supplies, pumps, sewing machines, wagons and bug- 
gies and washing machines, on which catalogs are requested. 

MARSHALL, MINN.—McNiven & Orr are purchasers of 
the Chace implement business. A stock of automobiles 
has been added to the firm’s line. Catalogs requested on 
hardware and automobile accessories. 

PRESTON, MINN.—The Christenson implement business 
has been taken over by Meier Bros. 

ROCHESTER, MINN.—E. J. Sullivan has purchased an in- 
terest in Stebbins & Co., and the name has been changed 
to the Stebbins-Sullivan Company. 

WILMOT, MINN.—E. Latourell has sold his stock of belit- 
ing and packing, bicycles, builders’ hardware, churns, cutlery, 
dynamite, fishing tackle, furnaces, galvanized and tin sheets, 
gasoline engines, heating stoves, lubricating oils, mechanics’ 
tools, paints, oils, varnishes and glass, plumbing department, 
pumps, ranges and cook stoves, shelf hardware, silverware, 
tin shop and washing machines, to Daniel Steck and William 
Dreier. The new firm name is Steck & Dreier. 

LATHROP, MO.—C. L. Hartsell has sold his interest in the 
A. E. Hardware Company to the remaining members of the 
firm, George T. Lohman and Harry Leighinger. Lohman & 
Leighinger will be the firm name. 

NEVADA, MO.—The Q. T. Moore hardware store has been 
bought by A. F. Tharp and J. K. Hill, :-who will continue the 
business under the name of Tharp & Hill. Catalogs requested 
on stoves, hardware and fencing. | 

ODESSA, MO.—R. W. Ferguson has recently sold his stock 
of hardware to Allen & George. 

WARRENSBURG, MO.—Cassingham & Son are successors 
to Cassingham & Stone. Automobiles are a recent addition 
to the firm’s stock. 

WEST PLAINS, MO.—F. L. Ross has bought the stock of 
William Langston in the Davis-Langston Hardware Com- 
pany, and the name of the company has been changed to the 
Davis-Ross Hardware Company. 

MAXWELL, NEB.—Bert S. Leech has succeeded to the im- 
plement and harness business of E. M. Leech & Son. 

ST. PAUL, NEB.—A. W. Mason has opened a hardware 
store here. . 

UNADILLA, N. Y.—Bayless Bros. have sold their hard- 
ware store to P. C. Pierce. 

GRAFTON, N. D.—Many changes and improvements are 
being made in the Brosnahan & Olson Company’s building. 

KENTON, OHIO.—T. C. Danforth has disposed of his stock 
of automobile accessories, baseball goods, belting and pack- 
ing, lubricating oils, sporting goods, heavy farm implements, 
fishing tackle, mechanics’ tools, builders’ hardware, etc., to 
Sorgen Bros. 

PAINESVILLE, OHIO.—The Rhodes Hardware Company 
will move its hardware and plumbing store to Main Street on 
or about March 1. 

HYDRO, OKLA.—J. P. White and Henry Richert have 
acquired the hardware and implement business of the Good- 
ner-Krumm Company. The White & Richert Hardware Com- 
pany will be the new name. 

NORMAN, OKLA.—Joseph Nelson requests catalogs on 
mechanics’ tools. 

WYNNEWOOD, OKLA.—The Keys-Mitchell Hardware 
Company requests catalogs on automobile accessories, base- 
ball goods, bathroom fixtures, belting and packing, bicycles, 
bug whips, builders’ hardware, building paper, children’s 
vehicles, churns, cream separators, crockery and glassware, 
cutlery, dairy supplies, dog collars, dynamite, electrical house- 
hold specialties, fishing tackle, furniture department, galvan- 
ized and tin sheets, gasoline engines, hammocks and tents, 
harness, heating stoves, heavy farm implements, heavy hard- 
ware, home barbers’ supplies, iron beds, kitchen cabinets, 
kitchen housefurnishings, linoleum, lubricating oils, me- 
chanics’ tools, plumbing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
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tin shop, toys and games, wagons and buggies and washing 
machines. 

MALVERN, PA.—The hardware store owned by the estate 
of Nathan Suplee has been sold to Horace B. and N. Walter 
Suplee, its former managers, and will hereafter be known as 
Nathan Suplee’s Sons. 

CANOVA, S. D.—Duxbury Bros. have sold their hardware, 
harness and implement stock to R. M. Powers & Sons, who 
are now in possession. There will be no change in the firm 
name, 

HOWARD, S. D.—Eugene Moore of St. Paul, Neb., has 
bought the hardware business of H. M. Hanson. Catalogs 
requested on hardware and furniture. 

CEDAR HILL, TENN.—The building which is being 
erected by the Draughon & Gossett Hardware Company is 
nearly completed, and within a short time the concern wiil be 
established in its new quarters. It is 33 x 100 ft. The com- 
pany does both a wholesale and retail business, and requests 
catalogs on the following: Automobile accessories, baseball 
goods, bathroom fixtures, belting and packing, bicycles, buggy 
whips, builders’ hardware, building paper, children’s vehicles, 
churns, cream separators, crockery and glassware, cutlery, 
dairy supplies, dog collars, dynamite, electrical household 
specialties, fishing tackle, furnaces, furniture department, 
galvanized and tin sheets, gasoline engines, hammocks and 
tents, harness, heating stoves, heavy farm implements, 
heavy hardware, home barbers’ supplies, iron beds, kitchen 
cabinets, kitchen housefurnishings, lime and cement, linoleum, 
lubricating oils, mechanics’ tools, oil cloth, paints, oils, var- 
nishes and glass, plumbing department, poultry supplies, pre- 
pared roofing, pumps, ranges and cook stoves, refrigerators, 
sewing machines, shelf hardware, silverware, sporting goods, 
tin shop, toys and games, wagons and buggies and washing 
machines. 

HOUSTON, TEX.—The Adoue-Keown Hardware Com- 
pany, Inc., has been organized to take over the stock of 
the Adoue-Blaine Hardware Company, which conducts both 
a wholesale and retail business at 700-702 Main Street. The 
new owners will replenish the stock and carry a full and 
complete line of baseball goods, bathroom fixtures, buggy 


‘whips, builders’ hardware, children’s vehicles, churns, cream 


separators, crockery and glassware, cutlery, dairy supplies, 
dog collars, electrical household specialties, fishing tackle, 
furnaces, galvanized and tin sheets, gasoline engines, ham- 
mocks and tents, heating stoves, home barbers’ supplies, 
kitchen cabinets, kitchen housefurnishings, mechanics’ tools, 
paints, oils, varnishes and glass, poultry supplies, prepared 
roofing, ranges and cook stoves, refrigerators, shelf hardware, 
silverware, sporting goods, toys and games and washing 
machines, on which catalogs are requested. 


PITTSBURG, TEX.—A. P. Holman has started in business 
under the name of the Pittsburg Hardware Company. His 
stock will consist of an up-to-date line of shelf hardware, 
automobile accessories and specialties. Catalogs requested. 


AUGUSTA, WIS.—The A. C. Mohr implement business is 
now owned by E. A. Ringhand. Catalogs requested on belt- 
ing and packing, buggy whips, harness, gasoline engines, 
heavy farm implements, lubricating oils, pumps, and wagons 
and buggies. 


BARRON, WIS.—C. V. Anderson & Sons have purchased 
from J. W. Heffner his stock of baseball goods, bathroom 
fixtures, belting and packing, bicycles, builders’ hardware, 
building paper, churns, cream separators, cutlery, dairy 
supplies, dog collars, electrical household specialties, fishing 
tackle, furnaces, galvanized and tin sheets, gasoline engines, 
heavy farm implements, heavy hardware, lubricating oils, 
mechanics’ tools, paints, oils, varnishes and glass, plumbing 


. department, poultry supplies, prepared roofing, pumps, shelf 


hardware, sporting goods, tin shop, wagons and buggies and 
washing machines. Mr. Heffner will retain his stock of chil- 
dren’s vehicles, crockery and glassware, dynamite, furniture 
department, hammocks and tents, heating stoves, iron beds, 
kitchen cabinets, kitchen housefurnishings, linoleum, oil 
cloth, ranges and cook stoves, refrigerators, sewing machines 
and silverware. 


CLEAR LAKE, WIS.—H. W. Davis has engaged in the 
implement business. His stock will comprise belting and 
packing, cream separators, gasoline engines, heavy farm im- 
plements, wagons and buggies and washing machines. 

HORTONVILLE, WIS.—Hagen & Jones have bought the 
hardware business formerly conducted by Kieselhorst & 
Son. - 

MARSHFIELD, WIS.—The Marshfield Hardware & Auto 
Company has been incorporated by Louis Trossen, Max 
Wegener and H. W. Bart, to deal in automobile accessories, 
bicycles, builders’ hardware, building paper, children’s 
vehicles, churns, cutlery, dog collars, fishing tackle, furnaces, 
galvanized and tin sheets, gasoline engines, heating stoves, 
heavy hardware, home barbers’ supplies, kitchen cabinets, 
linoleum, lubricating oils, mechanics’ tools, paints, oils, var- 
nishes and glass, poultry supplies, prepared roofing, ranges 
and cook stoves, refrigerators, shelf hardware, silverware, 
sporting goods and washing machines. 

NEW GLARUS, WIS.—Adam Duerst has bought the inter- 
est of Joseph H. Hoesly in the Hoesly & Duerst hardware 
business, and the firm name has been changed to Duerst 
Bros. 

OCONOMOWOC, WIS.—Weber Bros. will, about March 15, 
open a store in the Farm Machinery Building, carrying a 
stock of automobile accessories, baseball goods, belting and 
packing, buggy whips, builders’ hardware, cream separators, 
cutlery, dairy supplies, dog collars, dynamite, fishing tackle, 
gasoline engines, hammocks and tents, harness, heavy farm 
implements, heavy hardware, lubricating oils, mechanics’ 
tools, oil cloth, poultry supplies, pumps, refrigerators, shelf 
hardware, sporting goods, wagons and buggies and washing 
machines, in addition to their regular line of farm machinery. 
Catalogs requested. 

OGEMA, WIS.—The partnership existing between O. V. 
Soderstrom and N. S. Smith, under the firm name of the 
Soderstrom Hardware Company, has been dissolved. O. V. 
Soderstrom has purchased the stock, etc., and will continue 
the business under his own name. 
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The Tire Selling Structure 


» Is Just As Important To 
YOU As The Tire Structure 
Itself Is To The Motorist 


No Hardware Merchant can build mileage into a 
tire in his salesroom. That must be done at 
the factory. Neither can he build a successful, 
money-making sales structure unless the factory 
sales policy rests on the right foundation. 
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The Miller Plan of selling tires is different from 
others and better. It’s built on a firm founda- 
tion. It gives the dealer /iis, just as Miller tires 
give the motorist excess mileage. 


Miller 


Geared to the Road 


Tires 


are Brim Full of Mile Muscle. They are built by 
the exclusive Miller method, which does not burn 
or cook the vigor and vitality out of either the 
rubber or cotton fabric, but retains all the natural 
wax and oil in the cotton fibre. 
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That is why Miller tires come out of the vul- 
canizing pits lusty with vigor, full of. brutal 
strength and road wearing stamina. 


: And their Geared to The Road tread gives the 

motorist car control over slippery and treacherous 
streets. 

ry But the Miller plan of selling tires interests you 

- most. Let us give you at first hand the details of 


= the Miller Selling Plan. It’s basic principle is right. 
* It gives you a good profit. It gives you sales co- 
operation. 


Write today for full particulars 


THE MILLER RUBBER CO. 


AKRON, OHIO 
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HARDWARE AGE February 17, 1916 
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©} SHAPLEIGH HARDWARE CO. 
‘, ST. LOUIS Established 1843 U, S, -_, 
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DIAMOND BRAND FISHING TACKLE 
QUALITY COUNTS 


The Diamond Brand covers the most comprehensive, reliable and satisfactory line of fishing 
tackle manufactured. 


By constantly adding every new and desirable article in the sporting goods lines, our stock at all 
times is kept thoroughly up to date. 


Diamond Brand Tackle is demanded and used by more fishermen than any other 
brand. Every item covered by this trade mark is the very best obtainable in its class. 


Take advantage of our complete stock. Send us your orders with the assurance of 
getting the goods for early spring requirements. 


WRITE US SEE OUR SALESMAN 











